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Tired of Cubicle Jokes & 
“Be Your Own Boss" Hype? 


eWork has over $600 million* in projects 
for independent professionals right now! 


There are thousands of job sites to help you find 
work on the Internet. But for web developers, 

IT consultants, freelancers and other contract 
professionals, you can waste valuable time 
wading through sites that have more advice 
than assignments, more content than contracts. 


eWork Exchange is a global marketplace that 
helps you find great jobs targeted to your exact 
requirements and skills. Your specific criteria drive 
our intelligent matching engine to work 24/7 

and find your next ideal project! 


Best of all, eWork Exchange is FREE! It's even 
free for staffing firms, hiring managers, and 
recruiters, which makes eWork Exchange a tool 
used by all to bring you the most project 
postings available. To find out more, visit us 
online at www.ework.com/techweek. 


Cwork 


EXCHANGE 





CONNECTING PEOPLE AND PROJECTS ONLINE 


www.ework.com/techweek * As of January 1, 2000. 
8-74-EWORK Visit www.ework.com/techweek to 
see projects offered on the Exchange, 
and find your project today! 
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Music Moves People. 
Liquid Audio Moves Music. 
Make the Move to Liquid Audio. 


Founded by veterans of the music industry and 
professional recording engineers, Liquid Audio, 
Inc. is leading the convergence of music and 
technology to establish the Internet as a new 
medium for music distribution. Liquid Audio 
has the broadest distribution network and 
PIA Se COM MS UE mme C mdc) 
music downloads. If you are interested in 
working in a leading Internet-based music 
distribution environment, we have exceptional 
positions for exceptional people: 


Software Engineer, Windows Director of QA 

AAEM Td Le CLG White-box Testing Engineer www. liquidaudio.com 
Software Engineer, Server OPM Seat ey 

Software Engineer, Oracle 

Software Engineer, SDK/API POSTE me) 
Server Development Engineer, UNIX Web Software Engineer 

Tam NCC) Cla tide CS 

Server Integration Engineer Liquid Audio Staffing 
Senior Network Engineer 2221 Broadway 

System Administrator ATCT Ts oO 


Device Integration Engineer 


PVN Oem cree Ue 
650-549-2092 
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PUBLISHER'S NOTE 


Turning to an Old Dog 
To Teach Us New Tricks 


or years I’ve rattled off unusual but seemingly effective phrases such as 
“IT need to get some more fingerprints on this proposal” (i.e., input is required 
from peers before a decision will be made) and “‘award-level work” (i.e., 
worthy of winning an award but hasn’t won one yet). Some phrases have 





been with me so long that I cant 
possibly identify the original source— 
until now that is. I’ve started working 
with an old friend, colleague and 
mentor who tends to use the same 
phrases word for word! Robert W. 
Bartlett Jr. was recently named Associate 
Publisher for TechWeek. What that means 
is he'll be in charge of our advertising 
sales and marketing efforts. 

Bob and I first worked together 
nearly 15 years ago, when he rolled up 
his sleeves and consulted in-depth on 
the successful formation and launch of 
California Nursing Review Magazine 
(now called NurseWeek). It now boasts a Robert W: Bartlett Jr. 
circulation approaching 500,000. : 

Bob is a true publishing pro, having held positions in sales and executive 
management with illustrious companies such as Cahners, Fairchild, McGraw-Hill, 
Hearst and most recently Val-Pak Direct Marketing Inc.,a Cox Target Media Unit. 
Bob knows more about publishing and direct-response advertising than anyone I 
know, and we are pleased to welcome him aboard. As for new ideas to improve 
Tech Week, let’s just say, “there are a lot of songs in his song book.” 

Speaking of “award-level work,” Tech Week has been named a finalist in the West- 
ern Publishing Association’s Maggie Awards for the category Most Improved Pub- 
lication with more than 50,000 circulation. We'll keep you posted on the outcome. 

In the meantime, TechWeek has grown to 76,021 local qualified subscribers just 
within greater Bay Area zip code prefixes 940 through 951, earning us bragging 
rights for having assembled the largest number of qualified subscribers to any 
single-title, audited tech publication in greater Silicon Valley. That’s a mouthful of 
qualifications, but I think the folks at Miller Freeman, Ziff-Davis and IDG among 
others, would love to make such a statement. For the record, our grand total 
distribution for Northern California is just over 100,000 copies per issue. 

Numbers aside, what we’ve really assembled is a virtual community of Silicon 
Valley tech professionals with common interests and challenges such as the 
workforce shortage, a lack of affordable housing, and the often elusive dot-com 
gold rush, which we explore further this issue in part two of “Digital Dreams.” 

—JOHN LEGGETT 
PUBLISHER 
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MAYAN Networks, a HOT pre-IPO company, is looking for first-rate networking, 
optical and telecommunications professionals who are excited by the challenge of 
building next generation metro access solutions. If you are looking for an exciting 
opportunity with high growth potential in a small company environment, we want 
to hear from you! Opportunities are available in San Jose, Phoenix, and*Dallas. 


ef A: 


Great benefits include 3 weeks vacation, 10 holidays, 401(k) plan, * ' : 
comprehensive coverage for medical, vision and dental care for a 
employees and dependents, flexible spending plan, life insurance, \\- 
short & long term disability, competitive salaries, and equity stock S 

options. 


Send your resume to: 


MAYAN Networks 

435 Indio Way 

Sunnyvale, CA 94086 

e-mail: opportunities@mayannetworks.com 
fax: 408.523.1318 


Software Engineering 

* Network Management 

* Data Networking 

* Telecom (T1, T3, M13, DSL) 
«ATM & Frame Relay 

* SONET (APS, UPSR, BLSR) 
« DCC, TL-1 

* Real Time Embedded 

* Packet Device Drivers 

¢ IP Routing Protocols 
SRSA MA rub Ee LSC) nie Ren 

* Test & Integration 

* Diagnostics 

* Control Systems 

Se ray evereecbeCcanle 


Hardware Engineering 


* Agency/Compliance Engineer 
* DSP Designers 


cal 


* SONET 

~ . iii i e 
BUR cage Over $90 million funding raised! 
* PCI & Processor Design 7 cee 
* Next-Gen Board Design Listed as one of the RED HOT Communications 
* Sr. Technician/Eng. Assoc. startups by Converged Networks Digest and 
¢ Manufacturing Engineering Telecommunications Report International! 


¢ Manufacturing Test 


Systems Engineering 


a7) 
* Project & Release Management 
* Systems Engineering & Requirements 
¢ UNIX/NT Network Administration 
Networks 
Marketing 
- Public Relations Www.mayannetworks.com 


FEEDBACK 


Setting the Record Straight 


About a Boy and His Toy 


Thanks for Ed Frauenheim’s interesting first installment of my 
entrepreneurial biography (“Poorer but Wiser,’ March 6 issue). 

I have one bone to pick, however. The caption under the photo- 
graph of me and my “Bod Pod” in Buck’s parking lot states, “Bob 
Jacobson’s aging Datsun sticks out among the shiny SUVs and sports 
cars in the parking lot of Buck’s restaurant, the legendary Woodside 
gathering place for high-tech dealmakers.” 

I beg to inform you that lurking beneath the Bod Pod’s slightly oxi- 
dized, time-tested exterior are a new double-hemi engine, heavy-duty 
drivetrain, and high-performance wheels—just the stuff for road-racing 
when its transformation is complete. I’ve owned the car since it was 
new and am returning it to that pristine state, new-car smell and all. 

The Datsun 710 was Datsun’s luxury car in 1975, built to take 
on the BMW 2002tii’s of its day. Mine continues the tradition, 
outgunning today’s effete Beemers (not to speak of clunky SUVs). 


Moreover, the “Japanese Miracle” Bod Pod was 
the last export car to be designed in Japan. 
Its successors have all been designed in Southern California and it 
shows in their meaningless extravagance. 
Elegance, speed, and economy; that’s my Bod Pod. If only personal 
computers and Internet companies complied to such rigorous criteria. 
Bob Jacobson 
bluefire@well.com 


HACKER ATTACKS NO LAUGHING MATTER 
Regarding your Source Code column (Feb. 21 issue);You might want 
to check the following for a rather different view of the “cost” of the 
so-called nuisance hacking you talk about in relation to recent DDOS 
attacks (http://news.cnet.com/news/0-1005-200-1558533.html). Maybe 
if you had missed a trade opportunity (or were a business that lost 
several thousand) you might feel differently. 

Although estimates are hard to come by, there is also information 





RUDY PARK 


AT G0B’S SPORT UTILITY 
VEHICLE, OUR MOTTO: IF 
IT TAKES UP JUST ONE 
LANE, IT’S NOT A 

REAL CAR! 


I'M LOOKING FOK A 
BIG SUV. YOU RE- 
COMMEND THE 
SILVERBACK 7 


FROM THE RIGHT ANGLE, IT 
BLOTS OUT THE SUN, PLUS 
IT HAG A UUGE PRICE TAG, 
GUZZLES GAS BIG-TIME, 
AND CAUGES MEGA- 
DAMAGE IN WRECKS, 


RELATIVELY. IT’S NO 
2} “TOTAL ECLIPSE.” YOU WANT 
TO TALK BIG -AND IT SEEMS 
YOU DO- THIG CAK 
I6 MASSIVE. 


park.com e-mail:Rudypark! 





IT THE KING OF THE 
CONCRETE JUNGLE. 


TECHWEEK 


IT’S THE “JESSE VENTURA” 
OF SUVs. IT SCREAMS 
“I'M HUGE. GET OUT OF 


DOES IT COME IN A 
BIG COLOR- LIKE 
CANDY RED? 


WE ALSO HAVE ONE 
BRADLEY FIGHTING 
VEHICLE... 
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indicating that an average hacking attack costs somewhere around 
$250,000 to recover from. 
Your editorial lacked credibility as well as responsibility. 
Marty Stein 
Marty. Stein@Sun.com 


THE DEBATE THAT JUST WON'T END 
Raymond White (Feedback, March 6 issue), is WRONG in say- 
ing that the “automatic citizenship of the child provides permanent 
resident status to both parents.” You have to wait until the 18th 
birthday of your child so he can sponsor your request for a green 
card, and an H-1B visa is good for three years, renewable once. So do 
the math. Secondly, most of the H-1B spouses with young children 
don’t work. (I got a Ph.D. in computer science and I’ve been here for 
three years and I’m still not working, and I’m not the only one.) 
Finally, what do you think about an H-1B getting married to an 
American? That’s really a good way to obtain a permanent resident 
status. Scary, isn’t it? Very fair and clever the denial of entry to 
H-1B spouses! 
Cecile Arrouye 
cecile. arrouye@usa.net 


It is not true that the parents get a permanent resident status as 
soon as they have an American-born child. An American child 
gives no advantages to his non-American parents. If the parents want 
to stay permanently in the United States, they have to file for a green 
card, like any other person. So do not be scared anymore. 

Lydie Thomas 
lydie_thomas@yahoo.com 


Raymond White really doesn’t understand the issue. I’m a 
director of a high-tech company and want to hire some skilled work- 
ers. But I cannot afford to hire workers that don’t contribute to my 
company as I have limited resources available. My opinion about the 
issue is if | cannot get as many skilled workers as I need, other high- 
tech companies would eventually outperform my company. Whether 
or not the H-1B workers look for spouses is absolutely their personal 


‘ 


choice. In response to Mr. White saying “the citizenship of the child 
[born in the United States] provides permanent resident status to both 
parents,” I have to say “so what?” Perhaps, Mr. White needs to trace 
back his own ancestors and figure out where he belongs. 

Don Donaldson 


null2000@onebox.com 





How to reach us 


We welcome letters to the editor. Letters should be as brief as possible, and may be 
edited for length. Unless you request otherwise, all letters sent to the editor 
by mail, fax or e-mail may be published. You must include your address, phone 
number and name. 


By mail: 1156-B Aster Avenue, 
Sunnyvale, CA 94086 


By fax: (408) 249-8466 
Toll free: (888) TECHWEEK 
E-mail: editor@techweek.com 


www.techweek.com 
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Invent the ways 
to change the world. 


Make sure that who you're working for works 
just as hard for you. Let everyday be as significant 
as it wants to be. Move quickly, but stay flexible. 
Once you're comfortable, ask why. 


We invite you to expand your career 
possibilities with HP’s Enterprise and Commercial 
Business in one of the following areas: 
Sales, Information Technology, 


and Customer Engineering. 


For all positions you must have one or more of the 
following competencies/skills: Direct Sales; Customer 
Service; Account Management; UNIX; HP-UX; 
OpenView; E-Commerce; Internet; NT; IT Solutions; 
Database Management; HW/SW Installations, 
Repairs, and Updates; Developing Sales Solutions; 
Technical Phone Support. 


HP offers competitive compensation and 
excellent benefits, including profit sharing, 
stock purchases, 401(k) and a retirement plan. 
For consideration, please send your resume with 
cover letter to: HP Employment Response Center, 
Event #__, 3000 Hanover Street, 
MS20AZ, Palo Alto, CA 94304-1181, 
e-mail: resume@hp.com Attn: Event #___. 


i) 


invent 


HP is an equal opportunity employer dedicated fo affirmative action and work force diversity 


STOCK WATCH 


Under the Radar 


BY TOM GRAY 


hat was some party when the Nasdaq 

Stock Market broke 5,000 the other 

day. It must have lasted for at least 

20 minutes. 

I exaggerate—slightly. The Nasdaq 
Composite, with tech and biotech mania 
propelling it like a pair of Saturn 5 boosters 
to a gain of nearly 85 percent in less than six 
months, actually stayed above the 5,000 for a 
couple of days, closing at 5046.86 on March 
9 and 5048.62 on March 10. But it ran out of 
rocket fuel mighty fast. By the close on 
March 15, just three trading days later, it was 
down 11 percent from its March 10 intraday 
high of 5132.52. 

Meanwhile, the tired old-economy Dow 
Jones Industrial Average was perking up. It 
had hit bottom’ on March 7, closing at 
9796.03, or more than 16 percent off its 
Jan. 14 peak. But as the Nasdaq faded, the 
Dow started reviving. On March 16, it rose 
499, the 2nd biggest point gain in its history. 

This price action has analysts talking 
about two “economies” pushing and pulling 
investors. The “old-economy” stocks (like 
the consumer, retail, energy and industrial 
stalwarts of the Dow) have mostly been 
losing as “new economy” stocks (i.e., any- 
thing associated with the Internet, wireless 
or biotech) gain. 

But the lines 
economies are‘ not all that clear, especially 


between old and new 
when you have industrial giants like Ford and 
GM jumping into major e-commerce ven- 
tures. And as we saw last week, the “new 
economy” stocks represented by the Nasdaq 
can fall even faster than they rise. The more 


one that affects 





salient theme in this market 
all the big names of the Nasdaq and Dow— 
is volatility. It doesn’t matter who you are or 
what cutting edge you're on. When the 
investors’ mood swings, watch out. 

If you're a bearish type (and, fundamental- 
ly, ’m not), you might see this lurching to 
and fro as a late stage of a momentum -driven 
bull market. Investors have been acting for 
quite a while on the theory that it’s better to 
buy a stock that’s hot—making a strong 





upward move in price and trading volume 
than one that’s not. That leads them to bid up 
their favorites, like Qualcomm (QCOM) last 
year and the genome-based biotechs_ this 
year, far above any growth curve that can 
be related to future profits. 

The alert holders of these stocks know 
that the prices can collapse at the mere hint 
of bad news. So, the higher the prices get, the 
faster they want to get out and the harder the 
stocks fall. This is what apparently happened 
to the biotechs last week when President 
Clinton and British Prime Minister Tony 
Blair announced their support for making 
public knowledge of the human genome 
rather than locking it up in patents. Biotech 
executives were saying that this was no big 
deal, but investors took it as a sign to run 
for the exits. 


BARGAINS HARD TO FIND 
That was a healthy correction. Now who’s 
next to take their medicine? The fact is that 
among the big name, big market-cap stocks, 
tech and otherwise, it’s hard to find anything 
that resembles a bargain. 

A disciplined investor looking for growth 
at a reasonable price (or GARP, as the Acorn 
Fund’s longtime manager Ralph Wanger 
called it) looks for companies with a low 
price-earning ratio in comparison to their 
profit growth rate. A Price Earnings/Growth 
(PEG) ratio of 1.0, for instance, means that 
the percentage profit gain is equal to the P/E 
ratio—a P/E of 20 for a 20 percent growth 
rate.A GARP investor would consider a PEG 
of 1.0 or less very good and a PEG of 2.0 
seriously high. But don’t expect PEGs in the 
desirable range among the well-known 
industry leaders, even in fast-growing (and 
profitable) areas of the technology sector. 

Based on averages of analysts’ five-year 
earnings projections compiled by First Call, 
the closest to a GARP play among the 
big-cap stocks of the computer and Internet 
world is International Business Machines 
Corp. (IBM). Its P/E, based on First Call’s 


projected earnings this year and its March 15 


TECHWEEK 


close, is 25. Its five-year growth forecast is 15 
percent annually, for a PEG of 1.6. 

Another former high-flyer (though its 
heyday was far more recent than IBM’s) is 
Dell Computer Corp. (DELL), which topped 
out early in 1999 but has been making a bit 
of a comeback lately. The First Call consensus 
is for 30 percent growth. With its P/E at 
60, that gives it a PEG of 2.0. On a smaller 
scale, though still in the big-cap class, is the 
Milpitas-based contract manufacturer 
Solectron (SLR), with a P/E of 50, a project- 
ed growth rate of 30 percent and a PEG of 
1.6. Intel Corp. (INTC) is just a shade above 
2.0 on the PEG scale. 

What about the stars of the recent Nasdaq 
run-up, like Cisco Systems Inc. (CSCO), 
Oracle Corp. (ORCL) and Yahoo! (YHOO)? 
Don’t even ask. Their P/Es are well over 100 
and their PEGs are all 4.0 or above. And 
Qualcomm (QCOM), even after falling 
nearly 40 percent from its Jan. 3 high of $200, 
is still in heady PEG territory—over 3.0. 

These are all great companies, leaders in 
technologies that seem to have virtually 
unlimited growth potential over the long 
term. And there may be plenty of investors 
ready to buy them on dips in price. But 
they’ve been discovered by now, to say the 
least. If you want reasonably priced growth, 
you have to go under the radar and away 
from the Internet bulletin boards. You have to 
seek out unheralded small-cap or micro-cap 
stocks—or pay someone to do that for you. 


CONSTANTLY CHANGING DEFINITIONS 
The term “small-cap” used to mean stocks 
with a total market value (“capitalization’’) 
under $500 million, and “micro-cap” was 
reserved for the truly tiny, under $50 million. 
Mutual funds with “small-cap” and “micro- 
cap” in their names have had to stretch 
these limits a bit, especially as their winning 
picks soar in value. But it’s still a different 
kind of investing world from that inhabited 
by the Qualcomms and Yahoo!s. There are 
stocks here with little analyst coverage, only 
occasional news online or off, and no benefit 
from hype. 

Lately these have been getting discovered, 
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too. Some funds that specialize in small 
growth companies have turned in strong 
gains this year, ahead of the Nasdaq and the 
most-quoted small-cap index, the Russell 
2000. But the manager of one, RS MicroCap 
Growth’s David Evans, says the small-caps 
may have a lot more room to run. The strong 
economy is good for their profits, he said, 
and the big-cap leaders still look pricey in 
comparison. And, as he noted, the investment 
that flows out of big-cap stocks can have a 
dramatic effect on small-cap prices. “It does- 
n't take a lot of money to get some nice 
moves,” he said. 

the overall P/E in RS 
MicroCap had moved up to a little over 40, 


Evans said 


based on projected 2000 earnings. But he said 
the projected growth of these stocks this year 
is “in excess of 50 percent.” 

The Firstar MicroCap Fund, like RS 
MicroCap, had risen more than 40 percent 
from the beginning of the year to mid- 
March. Its portfolio manager Joe Frohna 
thinks small-cap stocks are in the middle of a 
“multi-year cycle” in which they'll outper- 
form the big-cap stocks. He said the small- 
cap renaissance is being driven in part by 
money flows within the stock market but 
also by an economic trend of rising profits. 
“This year you'll see small-cap earnings 
growth exceed big-cap for the first time in 
several years,” he said. 

Technology is well-represented in 
Frohna’s fund (as it is in RS MicroCap). 
Frohna said Firstar MicroCap had about 43 
percent of its assets in the tech sector. Its 
PEG is low, though, with projected average 
earnings growth in the portfolio of 34 
percent this year and an average P/E of about 
28. “The price/earnings to growth ratio 
looks awfully attractive,’ he said. “That’s 


why you're seeing the money flows going | 


into the small-cap sectors.” 

RS MicroCap Growth Fund 
under the RSMGX. | Firstar 
MicroCap FIMPX. Both are 
available to retail investors at a number of 


trades 
symbol 
trades as 


online brokers. 


For the record: In my last column, | 
neglected to give the trading symbol for 
the Firsthand Technology Value Fund. 


It trades under TVFQX. 


Tom Gray is a former senior editor for Investor’s 
Business Daily and co-author of the new Teach 
Yourself Investing Online. He can be reached 
at tsgray@ibm.net. 
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GOLDEN GATE UNIVERSITY 


ADJUNCT FACULTY 


The Computer Information Systems Program and the Telecommunications 
Management Program in the School of Technology and Industry at Golden Gate 
University have encountered unprecedented enrollment growth. These pro- 
grams have need for part-time faculty in the following disciplines: 


@ CIS* 

@ MIS* 

@ Software Engineering* 
@ Wireless Technologies 
@ Database Development * 
@ Corporate 
Telecommunications 

@ Digital Systems 

@ Transmission Media 

@ Networking Protocols 


@ Telecommunications Management 
@ Database Administration* 

@ Web Design and Administration 
@ Network Engineering and Design 
@ Voice/Data Integration 

@ Multimedia 

@ International IT 

@ Networks and Switching Systems 
@ Electronic Commerce Systems 


*We have special need for individuals with expertise in UNIX / LINUX, Oracle, JAVA, 
C, C++, Visual Basic, Perl, SQL Server, and ASP. 


These teaching positions, some with benefits for the appropriate individuals, exist in 
Sacramento, Los Altos, San Jose, San Francisco, Walnut Creek and other Northern 
California locations. Applicants must have five years industry experience and 
appropriate masters or earned doctoral degree. 


Please send your resume to: 
Golden Gate University 
c/o Human Resources Department 
536 Mission Street 
San Francisco, CA 94105 
Fax: (415) 442-7056 
E-mail: gguresume@ggu.edu 


Applications will be evaluated competitively and only those candidates with the 
desired, most appropriate qualifications (experience and educational background) will 
be scheduled for interviews. 


Golden Gate University, founded in 1853, is an affirmative action employer and does 
not discriminate on the basis of race, religion, color, sex, age, sexual orientation, 
national origin, marital status or disability. This is an Affirmative Action / Equal 
Employment Opportunity / Sexual Harassment Prevention / Non-Smoking / Drug 
Free employer. EOE / AA 
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Tech Industry Meets Great Wall 
In Battle to Open China Trade 


BY HEATHER GREENFIELD 


n old Chinese proverb says, “from the 

roof of a house, a melon may roll 

either of two ways.” Those watching 

the Congressional battle in the House 
over giving China normal trade relations say 
the outcome is too close to call—it could 
roll either way. 

The White House is asking 
Congress to grant China perma- 
nent normal trade relations 
(PNTR). It would end the 
yearly fights over most favored 
nation trade status, and is a legal 
step toward bringing China into 
the World Trade Organization. 

Support for PNTR appears 
to be weakening on Capitol 
Hill. Organized opposition by 
labor unions has cut the number 
of Democrats who plan to 
support the measure this election 
year. And China’s recent sabre 
rattling at Taiwan isn’t helping 
matters either. 


PHOTODISC 


A leading Democrat bucking 
opposing the 
measure, House Democratic Whip David 
Bonior, D-Mich., says 199 members now 
oppose PNTR. 

That’s just 19 votes short of the 218 votes 
needed to defeat the measure, and Congress- 
man Bonior’s office believes it can count on 


Clinton and 


40 undecided votes to swing his way. Bonior 
reports that at least 30 Democrats who voted 
to renew China’s trade benefits last year now 
plan to vote against making it permanent. 


CLINTON SEEKS HELP FROM BUSINESS 
President Clinton is lining up allies for the 
battle within his own party. After a recent 
speech to tech workers at UUNet in Virginia, 
Clinton met privately with business leaders 
asking them to help lobby Congress. 

“Today we’ve got a huge advantage in 
high-tech trade internationally. What would 
happen if we didn’t take advantage of this? 
China will grow anyway and someone else— 


not you—will reap the benefits,’ Clinton said. 

Tech lobbyists have been watching this 
“melon” like the proverbial hawk. Groups 
like the American Electronic Association and 


the Semiconductor Industry Association have 
banded together to form the U.S. High-Tech 





Hong Kong is the gateway to a rich export market for the h 


Industry Coalition on China. They are vying 
for a piece of the fastest growing telecommu- 
nications market in the world and the 1.3 
billion people that could buy tech products. 

Coalition members have been doing all 
they can to educate members of Congress by 
testifying at hearings and presenting studies 
to illustrate just how much the industry can 
benefit from having China in the World Trade 
Organization. 

Motorola, which operates the largest 
entirely foreign-owned subsidiary in China, 
stands to benefit greatly if the trade agree- 
ment passes. 

Motorola chairman and CEO 
Christopher Galvin appealed to the Senate 
Finance Committee to grant PNTR. Galvin 
told senators at a hearing that “no issue cur- 
rently before Congress will have a greater 
impact on the high-tech community and 
America’s ability to compete in the new 
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h-tech industry. 


economy than China’s accession to the 
WTO” 

Galvin also warned senators American 
companies and workers will only get the 
benefits of better trade access with China if 
Congress approves PNTR. 

“Without that important step, America 
will be left behind as our foreign competi- 
tors exploit new opportunities available to 
them, but denied to us as 
China enters the WTO,’ 
Galvin said. 


GROWING IMPORTANCE 
A bilateral agreement was 
reached with China in 
November. China’s partici- 
pation in the World Trade 
Organization would for 
the first 
American companies to 
directly import and export 
products. Existing import 
quotas on telecom equip- 
ment would be phased out. 
China was already the 
12th largest high-tech 
export market in 1998. 
Computer makers predict 
China will be their third largest market by 
2003. The current semiconductor market, 
estimated at over $1 billion per year, is 
projected to reach almost $4 billion by 2003. 
U.S. Trade Representative Charlene 
Barshefsky told the Senate Finance 
Committee the agreement would phase in 
laws to allow foreign businesses to participate 
in information industries such as telecommu- 


time allow 





nications and the Internet. For example, over 
the next five years, mobile/cellular services 
could be up to 49 percent foreign owned. 
China has agreed to eliminate almost all of 
its IT tariffs by 2003, and the remainder by 
2005. Tariffs on technology equipment like 
cell phones (currently at 12 percent) and bat- 
teries (18 percent) would fall to zero. 
Software industry experts estimate 95 
percent of business applications software in 
China was pirated in 1998. The estimated loss 
to the software industry was $1.2 billion. The 
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hope is that the trade agreement would give 
the industry more power to enforce its rights 
in Chinese courts. 

The agreement would also give foreign 
businesses something they virtually have not 
had in China—legal rights. Barshefsky told 
the Senate that areas covered by the WTO 
could be subject to enforcement. There 
would also be a mechanism for formal 
dispute settlement when necessary. 

But Congressman Bonior’s spokesman 
Fred Clarke warns it’s too early to celebrate 
the concessions because China often does not 
follow through on promises. “China has 
broken every trade agreement we've ever 
negotiated,” Clarke said. 


ISSUE TRANSCENDS PARTY POLITICS 
The one thing all sides agree on is that this is 
not a partisan issue. 

Former Congressman and trade expert 
Bill Frenzel says there are people on the far 
right and left who don’t want China to have 
normal trade relations. If the human rights 
activists, labor unions, textile workers, and 
agriculture industry band together with iso- 
lationists and anti-abortion activists on the far 
right, they could have enough political clout 
to sink the measure. 

Richard Trumka testified before the 
Senate on behalf of the AFL-CIO. He told 
senators China has done little to improve 
human rights and operates over 1,000 forced 
labor camps, according to the Logai Research 
Foundation. 

“Granting permanent normal trade rela- 
tions will effectively pardon China’s past 
violations and give them a blank check for 
the future,” Trumka said. 

Congressman Bonior’s office says Chinese 
workers can make as little as 13 cents an 
hour. “You can’t expect them to buy our cars 
or our products on that salary,’ Clarke said. 

“What will happen would be much like 
NAFTA,” he said. Clarke says the United 
States shipped washing machine parts to 
Mexico to assemble into washing machines 
that were shipped back to sell in the 
United States. During a visit to Mexico, 
Congressman Bonior was appalled to see 
workers living outside the factory in the 
boxes that the washing machine parts arrived 
in. 

Clarke insists Bonior is not against trade 
agreements, but believes this one needs 
further work and should not be pushed to 
a vote this year. 

Frenzel says despite the opposition he sees 
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no choice but to pass the agreement. “To try 
to pretend China isn’t in the world will make 
the situation worse in all areas we think 
China isn’t doing well.” 

After Frenzel’s 20 years in Congress, 
Clinton appointed the Republican as a spe- 
cial adviser on trade issues. 

While Frenzel is no longer an advisor to 
Clinton, he is willing to offer some advice. 

Frenzel says Clinton is going to have to 
call in all the chips he has with Democrats in 
Congress. He says Clinton will need the 
support of 40 percent of the Democrats, and 
that will take some very serious persuasion. 

“Phone calls aren’t good enough, it has to 
be eyeball to eyeball,’ Frenzel said. 

The Clinton Administration plans to 
escort some members of Congress to 
China in April. Commerce Secretary Bill 
Daley and Agriculture Secretary Dan 
Glickman will lead trips to meet with 
Chinese government officials, business 
executives and religious leaders. 


SEARCHING FOR THE RIGHT STRATEGY 


Clinton says that no matter what people’s 
perspective is, when they actually visit 
China, “the more likely they are to favor 
bringing China into the World system of 
rule-based trade.” 

The White House is looking for other 
ways to increase pressure. Strategists have 
even toyed with the idea of trying to move 
the measure in the Senate first, hoping the 
victory would give them momentum for the 
House vote. 

But it’s unclear whether that’s legal. 
Constitutionally, the House has to pass all 
spending bills first. While PNTR with 
China doesn’t appear to be a budget issue, it 
will affect revenue because of changes in the 
tariffs collected by the Customs 
Department. 

Getting trade measures passed in the 
Senate has traditionally been easier because 
senators enjoy Every 
member of Congress, meanwhile, faces 
re-election every two years, making it 
difficult to ignore sources for campaign 
money like organized labor. 

“It is doable, but it’s a squeaker in the 
House,’ Frenzel said. “Mostly it depends on 
the House and how hard Clinton pushes the 
Democrats to pass it.” 

The vote isn’t expected to come up until 
June, so there is still time. 

Congressman Bonior will consider it a 
victory if China supporters decide they 


six-year terms. 
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don’t have the votes and opt not to bring the 
measure up for a vote this year. 

“IT think we have the momentum, now 
it is up to the Republicans and the 
administration to see if they bring it up,” 
Clarke said. 

There is another Chinese proverb that 
says, “even grasshoppers have their day in 
June.” That’s when grasshoppers would 
traditionally feed off newly planted rice. 

The months ahead will tell whether the 
tech industry gets to be the grasshopper and 
if their day will be this June. & 


Heather Greenfield is a Washington-based 
correspondent who has covered Congress since 
1992. Please send questions/comments to 
hlgreenfieldusa@netscape.net. 





Looking for quality, Network Training! 


Start by becoming Microsoft Certified 
Qs Are the costs too high? 
Self study makes you lose interest? 
Don't care for instructors who read to you? 
Program takes too long? 
Class schedules interfere with work hours? 
Want certified experienced instructors? 


Check us out at: http://www.mdot.net 


Mdot has put together a program that is right for you! 


Classes starting: 

April 10th — 6pm to 10pm 
April 18th — 9am to Noon 
$5495.00" 

*Includes a PC you build and keep 


Coming this Spring: Windows 2000, SQL, Exchange, & 
Solaris 


A+ and MCSE NT 4.0 
A+ and MCSE NT 4.0 


408.433.9268 


Together: Let's change your momentum... 
(qu 
M d O t. 


2381 Zanker Road, Suite 120 
San Jose, CA 95131 


Tel: 408.433.9268 

E-mail: info@mdot.net 
http://www.mdot.net 

Making Technology and Knowledge Flow sm 











Xenote is a venture-backed start- 
up based in the mid-peninsula 
city of San Mateo, CA. We're out 
to change the way that 
consumers connect their offline 


« Firmware Engineer 

¢ Test Engineer 

¢ Applications Engineer 
*¢ Database Engineer 

© Software Engineer 


interests to relevant information 
and opportunities online. We are 


¢ Hardware Engineer 


currently looking for talented, 
; " e Program Manager 


¢ Product Manager 
¢ Network/System Admin 


experienced team players to join 
us in building the next great 
Start-up success story. 


Send your resume to jobs@xenote.com, by fax to 
650.345.8787, or visit our website at www.xenote.com 
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» Pre-IPO! iFire Technology Inc. offers many career opportunities for professionals interested in 
working in the exciting field of flat panel displays. iFire is home to one of North America's premier flat 
panel and phosphor research facilities, where its proprietary Solid State Display (SSD) technology is uniquely 
positioned to address the needs of tomorrow's high performance video display applications at truly affordable 
prices. SSD is capable of producing both small graphic and HDTV-class screen sizes with the industry's 
thinnest profile. iFire recently announced it has entered into a US$25-million strategic partnership 
agreement with TDK Corporation of Japan for technology collaboration and production of iFire™ based flat 
panel displays. Applications will target the automotive display sector, including full-color console displays, 
instrumentation, navigation and passenger entertainment units, and applications in industrial, medical, 
home appliance, and consumer markets. 


» Fire is a division of The Westaim Corporation, which specializes in launching high potential 
technologies into the marketplace. iFire's state-of-the-art pilot manufacturing plant and phosphor and 
display research center is located in Toronto, Canada. Join our team as we create the next generation in 
color flat panel displays. : 


merece (08 ctl eee iN eee. 
Provide hands-on technical leadership to a team consisting of engineers, scientists, technicians and 
operators. Leadership positions are available for the Photolithography, Thin Films and Integration teams. 
BS in Engineering or Science and 10+ years hands-on experience from either a semiconductor or flat 
panel industries in one or more of the following areas: photolithography, thin films or integration. Previous 
experience leading technical teams to meet the business requirements a must. 


> Process Engineers, Opportunity # 1440 
Develop and implement novel processing techniques for the commercialization of the Solid State Display 
technology. BS in Engineering or Science and hands-on experience from either the semiconductor or flat 
panel industries in one or more of the following: photolithography, thin films, thick films, integration, or 
other processes used in the specification and qualification of equipment. 


> Chemical Process Engineer, opportunity # 1453 
Characterize and optimize material production processes and improve and scale up production of existing 
materials. BS in Chemicals/Materials Engineering and 5 years related experience. 


> Test Engineer, Opportunity # 1465 
Develop optical/electrical test methods and validation procedures of flat panel devices. BS or equivalent, 
experience in electronics display manufacturing and demonstrated knowledge of electronic assembly and 
manufacturing processes. 


> Research Scientist, Opportunity # 1455 
Experience with integration of processes, analysis of structures, electrical characterization and Stoichiometry 
analysis. Advanced degree in Physics, Chemistry, Materials Science or related discipline plus knowledge 
of Phosphors, ZnS and SrS. 


> Equipment Engineer, opportunity # 1466 
Develop operational systems focussed on improving current performance in the areas of equipment 
installation, preventative maintenance, spare parts consignment and the repair. Related degree, experience 
in a high volume and yield sensitive environment and experience in complex troubleshooting resulting in 
rapid and successful repairs. 


iFire offers full relocation, above average salary, bonuses, equity, medical, dental, pension, educational 
assistance and more! Qualified candidates are encouraged to submit a resume quoting opportunity # to: 


For complete job descriptions and information about our company and Toronto, visit us on the web at 
www.ifire.com. No telephone calls, please. Only those candidates selected for interviews will be contacted. 


TECHNOLOGY 
Resumeés can be submitted by: 


mail: iFire Technology Inc. 


15 City View Drive 
Toronto, Ontario, Canada M9W 5A5 


fax: 416.246.0458 (fine or superfine resolution only) 
email: hr@ifire.com (ASCII Text or Rich Text files only) 
or visit our website at: WWW. ifire.com 
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Seems like a big word. 
One to be revered. Maybe even feared. 
So grab a dictionary. Look it up. 


‘the application of science 
to commercial objectives. ” 


Exactly what we do. Every day. 


For the talented bunch of designers, programmers, 
accountants, assistants and engineers who work here, 
though, technology simply signifies a better way of 
doing things. Taking innovation one...no, 

two steps further. And having the freedom to do so. 


PROSCAN: 





USER INTERFACE DESIGNER 3372 Successful 
candidates should possess one of the following degrees: MS 
or Ph.D. in human factors or psychology, BFA, MFA or BS in 
computer science. Individual must have previous experience 
with graphic user interface design, experimental design and 
behavior research. Prior CE experience is beneficial 


SR. TECHNICAL ADVISOR (HOME HEALTH 
SERVICES) 0559 Successful candidates will have a 

BS degree in informatics, computer science or electrical 
engineering; a master’s degree is preferred. Individual must 
possess experience in integrating and managing systems 
architecture/networks/software definition. Position requires 
strong project management skills and a demonstrated ability 
to work effectively with a broad cross-section of team 
members from different disciplines. Individual must have the 
ability to work self-sufficiently once clear, but broad objectives 
have been established. Requires solid interpersonal skills 
(necessary for healthy interactions with a multitude of 
partners), and a pragmatic thinker - ability to conceive and 
embrace less-than-perfect solutions that fit the pragmatics 

of the business environment. Experience working with U.S. 
patent filing procedures and system is preferred. Experience 
in the health care field is a strong plus, or the ability to quickly 
learn about legacy systems, industry standards, interface 
protocols, etc. Demonstrated creative, out-of-the-box thinking 
is desirable, as is a thorough understanding of the Internet 


SR./SYSTEMS ANALYST 0406 Successful candidates 
will have a BSEE, BSCS or equivalent; MSCS preferred. 

Must have a minimum of 5 years’ experience developing 
large-scale, robust commercial applications. Thorough technical 
knowledge of dynamic Web-based server applications and 
dynamic Web development experience required. In-depth 
technical knowledge of C++, C, Java, JavaScript, ASP, Perl, 
Tek/Tel, IIS, HTML, SQL Server 6.x-7.x and Oracle 7x is 
required, Experience with UNIX environments, Sun Solaris OS. 
and Windows NT 4.0 is a must. MCSE certification and 
Vignette StoryServer and Site Server experience preferred 


TIS LOGISTICS SYSTEMS 0408 Successful candidates 
will have some college and/or work experience along 

with extensive business knowledge of Thomson Logistics 
operations with emphasis on Distribution network. 
Fundamental knowledge of PC applications such as 
experience with Microsoft Windows-based office automation 
products is a must. Printer and/or scanner technologies’ 
experience and knowledge of the software development 

life cycle and structured tools is a plus. 


PRODUCT SAFETY MANAGER 0313 Successful 
candidates must have a BSEE or similar technical degree, 
while additional studies in materials engineering, law or 
forensics is a plus. 5 years’ engineering design experience in 
power supplies and high voltage circuits and experience in 
performing failure mode analysis of electrical and mechanical 
components are required. Knowledge of the materials and 
safety standards applied to consumer electronics products 
and establishing cause and origin of fires are preferred. 


RF TUNER ENGINEER 3133V Successful candidates 
should possess a BSEE, MSEE preferred, and a minimum of 
3 years’ related engineering experience. Must be experienced 
in circuit design techniques from DC to 2 GHz, with a strong 
knowledge of RF test equipment. Knowledge of basic digital 
signal processing and communication system design is a 
plus. Must have good teamwork and communication skills 

to effectively work in design teams. 


SR. TECHNICAL ADVISOR (HOME HEALTH 
SERVICES) 0560 Successful candidates will have a BS 
degree in informatics, computer science or electrical engineering; 
a master's degree is strongly preferred. Individual must possess 
5-10 years’ experience in systems hardware definition 
Position requires strong hardware design while integrating 
core products, strong project management skills and a 
demonstrated ability to work effectively with a broad cross-section 
of team members from different disciplines. Individual must 
have the ability to work self-sufficiently once clear, but broad 
objectives have been established. Requires solid interpersonal 
skills (necessary for healthy interactions with a multitude of 
partners), and a pragmatic thinker - ability to conceive and 
embrace less-than-perfect solutions that fit the pragmatics 

of the business environment. Experience working with U.S. 
patent filing procedures and system is preferred. Experience 
in the health care field is a strong plus, or the ability to quickly 
learn about legacy systems, industry standards, interface 
protocols, etc. Demonstrated creative, out-of-the-box thinking 
is desirable, as is a thorough understanding of the Internet. 


COMMUNICATIONS ENGINEER 0077 Successful 
candidates must have a minimum of a BSEE degree and 2 
years’ experience in analog and digital design. The ideal 
candidate will have work experience and coursework in 
communication theory and recent experience in either QPSK 
or QAM demodulator design. Experience in RF design is 
desired and a basic understanding of C programming is 
required. Must work well within a team to achieve the critical 
goals. Candidate should be skilled in problem-solving, both 
on a hands-on and analytical basis. 


SOFTWARE ENGINEER 0303 Successful candidates 
must have a BSEE degree. Analog and digital circuit design 
experience and C programming experience are required 
Experience with video signal generation and measurement 
is desirable. 


POWER SUPPLY DESIGN ENGINEER 0316 Successful 
candidates must have a BSEE degree and a minimum of 3 
years’ power supply design experience in commercial or 
consumer product environment. Experience with circuit 
simulation is a plus as is other analog design experience. 


MANAGER, SOURCING (STRATEGIC AND ADVANCED 
SOURCING) 0553 Successful candidates must have a 

BS in electrical engineering or relevant technical background; 
MBA preferred but not required. A minimum of 5 years’ 
engineering or sourcing experience is a must. Individual 
must have excellent communication skills and have the 
ability to handle multiple tasks. 


SR./MEMBER TECH STAFF 0328 Successful candidates 
should have a BS degree in electrical engineering, mechanical 
engineering, physics or industrial engineering and 1 or 2 
years’ experience in component engineering or related field. 
Design experience would be a plus as would any 
manufacturing experience. 


TECHNICAL COMMUNICATION SPECIALIST 0354 
Successful candidates should have 2 years’ college or 
technical trade school training in electronics and a minimum 
of 5 years’ recent experience in the field of Consumer 
Electronics repair. Good written and oral communication 
skills along with telephone call handling/customer service 
skills are a plus. Proficiency in the use of office technologies, 
especially Microsoft office applications (Word, Excel, Access) 
is desired. The ability to interface with individuals of varying 
skill levels and work under pressure and manage conflict 
situations is preferred. 


SR./ENGINEERING TECHNOLOGIST 0353 Successful 
candidates must have an associate's degree in electronics 
Applicant should have experience in the construction and 
test of RF circuits and in the operation of RF test equipment. 
A minimum of 2 years’ related experience is desired. Must 
have good teamwork and communication skills to effectively 
work with design teams. 


SR./WEB INTEGRATION ANALYST 3263 Successful 
candidates should possess a BSEE, BSCS or equivalent and 
thorough technical knowledge of Microsoft NT and Sun 
Solaris operating systems, TCL, PERL, HTML, JavaScript, 
Java, C or C++. Experience with implementing Vignette 
StoryServer with Microsoft Site Server and Open Market 
Transact is preferred. Experience with Oracle and Microsoft 
SQL 6.5/7.0 is desired. 


ENGINEERING TECHNOLOGIST 4146 Successful 
candidates should have an AS or BSEET degree, 4 year 
degree preferred, and a minimum of 4 years’ experience in 
consumer electronics embedded applications. Experience 
with television systems and/or PCs is a plus. 


DTV SOFTWARE DEVELOPER 0069 Successful 
candidates should have a BSEE degree, MSEE preferred, 

and a minimum of 3 years’ embedded software development 
experience and a good understanding of real-time OS 
concepts. Experience with WinCE/Windows application 

and driver development and/or experience in box/network 
security would be a strong plus. 


THOMSON multimedia, manufacturer of RCA, PROSCAN, 
and GE consumer electronics, offers a competitive 
salary, relocation expenses, and benefits package, as 
well as the opportunity to engage your talents in an 
environment of cutting-edge technology and no-holds- 
barred thinking. For immediate consideration, please 
send your resume and salary requirements, in confidence 
to: Staffing, Job #___— TW, THOMSON multimedia, 
INH110, P.0. Box 1976, Indianapolis, IN 46206-1976. 
Fax: (317) 587-6762. E-mail: jobopps@tce.com, or 
visit thomson-multimedia.com EOE M/F/D/V. 
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www.thomson-multimedia.com 
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Start-Up Race Unpredictable 
And Longer Than Expected 


BY ED FRAUENHEIM 


hen we last visited our five heroes, most were that older, mainstream people were racing to find 

in the entrepreneurial equivalent of holding their nuggets in the tech gold rush. All were 30 or 

on to a cliff for dear life. older, only one was a genuine computer techie and 

Nick Hall had let his Internet start-up die, none had just come out a business school with 

and now—$70,000 down the drain—hoped a second Internet business plan in hand. 

firm would take off. As a group, they showed that the sacrifices in 
Dion Wiggins was burning the 





midnight oil at his computer, aiming to 
bang out coding for the 
next Hotmail. 

Bob Jacobson, his 
Web community com- 
pany in dire straits, 
was praying old hacker 
friends could provide 
salvation. 

And Steve Giraud 
and his wife Laura 
were within a_ few 
months of having to 
give up their dream of 
launching an advertising 
technology company 
from their suburban 
home. 

In the first install- 
ment of our Digital 


Bob Jacobson (left) found starting up could be 
both stressful and satisfying. Nick Hall (above) 
nudged his self-help firm forward while preserv- 
ing time for hobbies. Dion Wiggins (opposite, 
left) went nearly sleepless in Silicon Valley. Steve 
Giraud and his wife Laura (opposite, right) saw 
their family life deeply affected by starting up. 


Dreams series in the 
March 6. issue, we 
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noted how these five 
tech company founders 
represented a new wave of Silicon Valley entrepreneurs launching a company aren’t always as extreme as 
and shattered many myths about the start-up scene racking up credit card debt or sleeping under a desk— 
here. The five, shadowed over six months, showed they can include missing irreplaceable time with a 


If you missed part one... 


vo sea 





This is the second installment of the Digital Dreams series that hegan in the March 6 issue. If you missed the first part, you can 
find it on the Web at www.techweek.com. E-mail addresses for the company founders: 

@ Steve Giraud and Laura: promovu@earthlink.net 

@ Nick Hall: nick@futurescraphook.com 

@ Bob Jacobson: bluefire@well.com 

@ Dion Wiggins: dwiggins@controlshift.net 
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Ample drama also could be 
our entrepreneurs. Starting 
and children i 


a 
til 
ce hn acc feel li go 
stress a ree) ng 


young child. The entrepreneurs also raised questions about the 
fairness of getting funding in Silicon Valley and whether it’s possible 
to live a balanced life and still succeed amid the crushing speed 





















of business. 
Those themes 
continue in 


our second and 
concluding 
installment of 
the series. But 
the stories take 
some surpris- 
ing twists. 


SILICON VALLEY 
RISK AVERSE? 

One 
start-ups got a 
written com- 


of our 


ANN Noa 


Ve 
AY 
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mitment for substantial funding by early 
March. That just one of four officially 
pinned down money isn’t itself shocking. 
John Flinn, who advises start-ups as vice 
president of emerging technologies at Silicon 
Valley Bank, 
investments of between $50 


clients landed 
million in the past 


says just 30 percent of his 150 
0,000 and $1.5 
year, while another 12 percent received larger capital infusions. 

But our funded firm seemed the least likely of the bunch, 
partly because of its limited connections in the tech world. 

The company still had a long way to go. An oft-repeated mantra 
among venture capitalists is 1 of 10 funded companies makes it big, 
one makes it, one straggles along and seven die quietly. 

It was too early to judge our firm’s prospects (or, for that matter, 
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the prospects of the non-funded companies). But if our funded 


company does make it big, the success won't be another feather 
in Silicon Valley’s cap. This firm’s money was coming from Europe, 
the continent American capitalists like to deride as backward and 
averse to risk. In this firm’s case, Silicon Valley’s focus on quick 
profits and proven winners may show a blindness to smart long- 
term investments. 

Another of our founders agreed the Valley was missing the 
big picture. This entrepreneur’s experience suggested that by 
concentrating so exclusively on e-commerce firms, investors here 
might be killing the goose that laid the Net’s golden eggs—people 
enjoying the possibilities of communication and community 
online. 

Yet another founder had to question Silicon Valley 
investors. In his mind, they followed a herd mentality. What’s more, 
one potential funder cancelled a deal at the last second, saying it 


reason 


didn’t have the money after all. 

Ample drama also could be found in the private lives of our 
entrepreneurs. Starting up led to sleep deprivation, stress and children 
feeling less impor- 
tant than an infant 


firm. But it also 
strengthened a 
marriage through 
heightened _ self- 
confidence and 
new communica- 
tion skills. 

What’s more, 
one entrepreneur 


showed a _ possible 
alternative to 20- 
hour, draining days. 
Nick Hall 
to 


slowly 


began get his 
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goal-setting business 


the 


singing 


all 


cooking, 


the while making 


activities such 


New Year, 


yoga, 
road races. Hall’s Future Scrapbook firm was less high-tech than 


off the ground in 


time for as lessons and 
the others. But he suggested it might be best to treat starting 
up a company as the first leg in a marathon, not the beginning 


of a sprint. 


“We often overestimate what we can accomplish in 
a year,’ he said. “But we underestimate what we can accomplish 
in 10.” 
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Ready for Another Romance 
After His First Passion Fizzles 


BY ED FRAUENHEIM 


Mm ilicon Valley wasn’t a cheery place for Bob 
Jacobson in December. His Internet start-up 
) for bringing communities onto the Web died. 









Ves i rae ae = 
Se He failed to land a position at a related firm. 


And to top matters off, his day-job employer began 
a reorganization that threatened to leave him in the 
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But investors passed on the project, leading Jacobson 
to put most of his faith in an October meeting with 
AT&T Cable executives. 

When that summit fizzled,.Jacobson tried to lift his 
baby one last time. He planned to speak to hackers at 
a fall conference. But he couldn’t find the right 


ee 
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Bob Jacobson’s Internet dream turned nightmarish in December. But in February he snagged a job at a 


San Francisco consulting firm located in the hip south-of-Market area. 


cold. 

Jacobson, 50, felt anxious about his career in the 
region’s turbo-charged, free-agent-based business climate. 

“Things are changing so fast in the Valley,’ he said in 
early January. “I don’t relish the idea of the ice floe 
jumping that’s going on. You're always in eternal peril. It 
makes for a real stressful relationship to the world.” 

December capped several months of uncertainty for 
Jacobson as an entrepreneur. In early 1999, he founded 
MyPassion.net with the aim of attracting to the Internet 
new groups of people, like quilters and Civil War buffs. 
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opportunity to connect with the maverick programmers. 
Jacobson and an advisor then thought about paring 
back their business plan and trying to get into an 
incubator, but eventually they decided to let the concept 


expire. 


DOWN AND OUT 

MyPassion.net’s demise left Jacobson disappointed. 

At Buck’s restaurant in early January, he bemoaned the 

fact he’d invested so much time and energy on a start-up 
continued on page 26 
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Singing a Different Tune 
In Pursuit of Success 


BY ED FRAUENHEIM 


ick Hall essentially left 
the dot-com world 
to join the uni- 
verse of Tony 
Robbins and Stephen 
Covey. He’d arrived 
in the Bay Area 
in 1998 with the 
idea for a start-up 
to help Web com- 
munities relate 
better. But the 
firm, Intori, failed 
to take off partly 
because the company 


4, 
lost focus. The a 
aborted = effort — cost “he, 
Hall, 30, about $70,000 


and wiped out his savings. 

So last fall, the former 
Ohio accountant turned his 
attention to The Future 
Scrapbook, a book he’d written 
about making goals more tangible by creating a 
“scrapbook” of future accomplishments, complete 
with fictional news clippings and other documents. 

Hall envisioned a broader company growing out of 
the book. Businesses would train and inspire employees 
through the method and individuals could turn to a 
Web site for resources as they built their Future 
Scrapbooks. 

The Future Scrapbook concept was rooted in Hall’s 
experience with self-improvement seminars offered by 
an organization called Landmark Education. For several 
years, Nick and his wife Jenn had taken courses on 
topics such as team-building and leadership skills. 
Through Landmark, Nick also acquired several informal 
“coaches” who advised him on business and other life 
decisions. Nick in turn coached five other people. 

Coaches have become popular in Silicon Valley, 
with executives using them as sounding boards and a 
kind of psychotherapist-light. But Hall’s use of so many 
coaches—six in total—stood out. What’s more, the 
Landmark courses could seem touchy-feely for a CEO. 
But Hall was unapologetic about the importance of 
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Nick Hall makes sure life as an entrepreneur 
includes time for singing lessons, yoga and other 
activities. Here he serenades his wife Jenn. 


communication and social support 
in business. People who try to 
figure out everything on 
their own can get “stuck” 

in their thinking, he 
said. 

As proof, he point- 
ed to his decision to 
kill Intori swiftly. 
He talked to Jenn 
and two of his coach- 
es before acting. 

“Without the 

coaches, who knows?” 

he said. “I may have sat 
and stewed on it for a 
couple of weeks.” 


A LITTLE DIFFERENT 


Hall’s departure from rugged 
individualism wasn’t the only 
way he differed from many 
start-up founders in Silicon 
Valley. He also insisted on having a well-rounded life 
even as he tried to get a company off the ground. He 
preserved time in his schedule for yoga, singing lessons, 
10K races and gourmet dinners with Jenn. 

It remained to be seen whether his unconventional, 
relaxed approach would work in the cutthroat Internet 
and publishing business worlds—after all, he’d already 
struck out once in Silicon Valley. 

In early January, however, Hall was as upbeat as 
ever about his project. 

“T can’t fail with The Future Scrapbook,” he said. “I 
know it’s making a difference in people’s lives.” 

Entrepreneurs are famous for believing they can 
change the world—Hall’s own abundant self-confidence 
came partly from overcoming a deadly childhood heart 
defect. Still, his faith in The Future Scrapbook was striking 
given the progress—or lack thereof—he’d made in 
December. 

First, the book came out two weeks late and without 
a bang. He’d hoped to have nationwide media coverage 
of the book and sell 75,000 copies by Dec. 31, 1999, 
continued on page 28 
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§ igh-tech hard work seemed to be paying off 
for Dion Wiggins in December. After spending 
months of late nights at his computer—and less 
# time than he would have liked with his wife 
and infant son—Wiggins’ Internet software start-up 





began to move forward. 





m a 
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He and his British-based software engineers complet- 
ed the test version of Control-Shift, a program designed 
to give Web surfers greater convenience and options. 
Wiggins also recruited a marketing executive from 
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Beginning in late December, Wiggins faced funding delays and then a 
family crisis—a visa snafu stranded his wife and son in the Philippines. 





Road to Silicon Valley Success 
Bumpier Than Expected 


BY ED FRAUENHEIM 


prestigious research firm GartnerGroup—a move sure 
to boost Control-Shift’s credibility. 

Most importantly, investors began biting at Wiggins’ 
business plan. By late December, several investment 
firms were considering an alliance to pump millions of 
dollars into the company. 

“We are optimistic that we'll be fully 
funded by the second week of January,” 
he said. 

For Wiggins, the money meant more 
than a timely Christmas gift. It was 
satisfying evidence that his efforts were 
worthwhile and he was right to complete 
a working model of his software rather 
than present just a concept to VCs. His 
build-it-and-they-will-fund strategy risked 
losing out to a competitor bringing a 
similar idea to market sooner. But Wiggins 
had scoffed at that “vaporware” approach. 
And now, personally crafting his code 
promised a financial reward—Wiggins 
didn’t have to give up equity to have the 
software built by an outside firm. 

“We're keeping a lot more of the 
company as a result,” he said proudly. 


HIGH-TECH HORATIO ALGER 

In many ways, Wiggins’ December was an 
immigrant’s dream come true. The New 
Zealand native had arrived in Silicon Valley 
in late 1998 after having lived in both Hong 
Kong and the Philippines, where he met his 
wife Jessica. At 30, Wiggins had proven 
himself to be a master programmer with a 
history of success in high tech. He helped 
form one of Hong Kong’s first Internet 
service providers and his Philippine start-up 





won a software award from Bill Gates. 

The U.S. government acknowledged 
Wiggins’ prowess in the wired world by 
giving him an O-1 visa, reserved for people 
of “extraordinary abilities” in the sciences, business and 
other fields. 

Nonetheless, Wiggins’ first year in the United States 
continued on page 30 
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Before the Business Takes Root? 


BY ED FRAUENHEIM 


ovember and early December were nearly the 
best of times and nearly the worst for Steve 
Giraud and his wife Laura. After a year of 
frustration, the husband-and-wife entrepreneur 
team finally got some serious bites from investors and 


possible business partners. But the four potential deals 





for the couple’s interactive advertising system—including 
one with tech granddaddy IBM—were almost over- 
shadowed by three harrowing trips to the local 
emergency room. 

First came the car crash. Berit, Steve and Laura’s 
au pair, totaled the family truck with daughters Whitney, 
7, and Morgan, 3, inside. Whitney’s skin was torn by her 
seat belt and the girls had cuts from glass shards. 

All three escaped major injury, but a few days later 
Steve had to take Whitney back to the hospital. She’d run 
into a jungle gym bar while chasing Alexandra, 10, and 
required five stitches in her forehead. 

Then, as the family was decorating their Petaluma 
home for Christmas, Morgan let out a scream. She’d 
stuck a wired bow into an electrical socket. 

“T started to smell burning flesh as I rounded the 
corner,” Steve recalls. The 3-year-old fell backwards from 
the shock with several second- and third-degree burns on 
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Steve Giraud lets daughters Morgan, Whitney and Ali into his home office. But 
Whitney and Ali felt their parents spent more time on the company than the kids. 


her hands. But a check-up at the ER showed she was fine 
otherwise. 

Morgan’s mishap seemed to mark the end of the 
bad luck. Steve and Laura finally could count their 
blessings. And they began to imagine many more in 
the business realm. 

Steve and Laura hadn’t had 
much success launching their 
advertising technology company 
PromoVu during the past year. 
The 
interactive device 
identify the 


approximate age of passers-by, 


PromoVu — product—an 
that can 


race, sex and 


zap them a targeted ad, and 
détermine if they are watching— 
had been rejected by more than 
30 investors and potential part- 
ners. The couple had chalked 
up their strike-outs to Silicon 
Valley bias against both hardware 
products and _ entrepreneurs 
without elite pedigrees. 

And truly, Steve and Laura 
made up a start-up team very 
different from the stereotypical 
young-gun techies of the Valley. 
Besides having three young daughters and a cozy home 
in Petaluma, Steve, 38, was a former medical equipment 
technician while Laura, 38, managed real estate for a 
local government transit agency. But both harbored 
rebellious spirits, and dreamed of making it big in the 
heady, high-risk world of business technology. 


DREAM IN JEOPARDY 
By fall, that dream was in danger. The couple figured 
they needed funding for PromoVu by early 2000 or 
their board of advisors would drift away and the family’s 
finances would require Steve to return to a full-time job. 
So Steve and Laura made adjustments. To help buy a 
few more months’ time, they tightened the budget belt— 
for example, the family ate out four times a month 
instead of six. Steve and Laura also networked hard and 
brought on more seasoned advisors. What’s more, 
continued on page 32 
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Myths of Success and Failure 


In Silicon Valley 


BY ED FRAUENHEIM 


hey are two of the stories you hear often in Silicon 

Valley: The red badge of courage is to flop before 

flying high; and once your business wins the 

battle, you keep fighting on the front lines rather 
than retire to the good life. 

But both these tales are tall in their way. Success for 
many techies means living high on the hog, with little 
regard for people in the real trenches. And admitting 
failure isn’t popular—in fact it may be dangerous to your 
entrepreneurial health. 

Many tech firm leaders are loath to discuss their 
strike-outs, especially when they haven’t yet connected 
for a base hit or home run. This defensive posture makes 
some sense given the recent trend in investment. Even 
though more money is gushing into the Bay Area, 
funders increasingly are looking for already-proven 
winners. That can make losing feel like a liability. 

Here’s one sign: Last fall, the Silicon Valley Association 
of Software Entrepreneurs approached a half a dozen 
start-up veterans for a seminar on “bouncing back.” 
You'd think these entrepreneurs—who’d sunk once 
before rising again with the same firm or a new 
one—would have leapt at the chance to talk about 
their battle scars to a room full of potential business 
partners. Uh-uh. There were no takers, forcing the 
association’s officers to get up and speak about their 
own “bounce-back” experiences. 

“They refused to talk about it, as if there’s some 
stigma attached to failure,” recalls Bob Jacobson, the 
SVASE officer who made the requests. “Yet we live in a 
place where failure is applauded as a way to learn.” 

Jacobson felt his own firm, MyPassion.net, didn’t get 
funding partly because he hadn’t made a name for him- 
self in the Silicon Valley tech scene. In fact, he was told 
he’d land $10 million if he could snag the head of a 
prominent regional Web site as his CEO. 

He couldn’t get the guy. But according to the reining 
Silicon Valley story, that winner shouldn’t have minded 
jumping back into the austerity of start-up life. Those 
who've made it are supposed to continue sleeping under 
desks or living in tiny apartments. That may be true for 
some entrepreneurs. But there’s also ample evidence 
the newly wealthy are enjoying their windfall. 

Sport utility vehicles and BMWs racing along 280 
and 101 are the most obvious sign. Another is the 


TECHWEEK 


slew of mini-mansions being snapped up by tech 
tycoons. In January, 22 luxury homes priced from 
$650,000 to $900,000 in the East Bay Gale Ranch 
development were sold in the course of 30 minutes, 
mostly to techies. 

And these home buyers weren’t content just with 
indoor fireplaces and layouts as large as 4,000 square feet. 
Instead, the new owners typically splurged for another 
$150,000 of improvements, such as courtyard fireplaces 
and_ stainless-steel kitchens, said Gale Ranch sales 
representative Teresa Pollaro. 

“Money doesn’t seem to be an object for them. 
They're spending more on options and upgrades than 
I’ve ever seen at this company,” said Pollaro, a nine-year 
veteran with Gale Ranch developer Shapell Industries. 

Not exactly the portrait of the frugal programmer. 
On the other hand, one stereotype about Silicon Valley 
seems true: People here pony up precious few dollars 
to charities. The San Jose Mercury News published a 
report in December showing residents of all income 
levels gave a smaller portion of their incomes to 
charity than the national average in 1997. And those 
making between $100,000 and $200,000 
particularly miserly. Valley residents in that income 
bracket donated an average of just under $2,800, 
an amount less generous than that given by similar 


were 


earners in 44 states. 

That the well-off of Silicon Valley act Scrooge-like is 
striking given the extreme division of wealth underway 
in the Bay Area. Service sector employees here are 
working up to seven days a week and can face long 
commutes and cramped quarters. While millionaires are 
minted in Silicon Valley every day, the lowest 20 percent 
of households have incomes below 1992 levels, according 
to civic group Joint Venture: Silicon Valley Network. 

Perhaps it’s because start-up warriors feel pressure to 
deny failure that they can’t seem to empathize with the 
real losers of the New Economy. But there’s a backlash. 
The AFL-CIO is organizing temp workers in the Valley. 
Some tech leaders are looking to bridge the “Digital 
Divide” in the region and nationwide. What’s more, 
the Mercury News editorial about charitable giving 
admonished Silicon Valley’s winners to start sharing the 
wealth: “The rich here in particular have barely begun 
to tap their capacity to give.” 
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Come join the largest publisher of 
M ATT EL educational and home __ productivity 
i software programs in the world. 


We are about learning, playing, doing and 
dreaming. Mattel Interactive, the world’s 
leading publisher of productivity, learning, 
and entertainment software, is gearing up 
for the new millennium with innovative 
new products, technologies, and online 
destinations that will change the way we 
live our lives. We proudly publish some of the world’s most popu- 
lar consumer brands including Barbie, Hot Wheels, National 
Geographic, The Print Shop, Reader Rabbit, Sesame Street, 
Myst, Riven, Carmen Sandiego, Living Books, Clue Finders, 
Kid Pix, Arthur, Dr. Seuss... And that’s just the beginning! 


INTERACTIVE’ 


We recruit the best in the business and look for imaginative 
personalities who keep our ideas fresh and our Novato, CA office 
a dynamic place to work. 


Open Positions: 


« Creative Services Manager 

+ Database Manager 

¢ Director of Internet Development 

* Director of Online Channel Marketing 
¢ Graphic Artist 

¢ JD Edwards Programmer 

¢ Localization Software Engineer 

« Online Sales Operations Manager 

¢ Producer for Entertainment 

¢ Producer/Tool Products 

¢ QA Product Manager 

¢ Senior Producer Kid Pix 

« Senior Software Engineer 

¢ Technical Editor 

« Web Applications Software Engineer 
¢ Web Master 

« Web Research Production Assistant 

We offer a very competitive salary & benefits package. 

We prefer to receive resumes via e-mail: 


resumes@mindscape.com 
Fax: (415) 895-2110. No phone calls, please. 


Mattel Interactive believes in equality of opportunity and employs 
people solely on the basis of their abilities. 


Be sure to check out our Web site: 


www.learningco.com 
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Here is what we have available. 


Software Engineering 
Director 


Technical Project 
Manager 


Senior Software 
Engineer 


Senior QA Engineer 


Let us know what 
you have to offer. 


Check us out at www.foliage.com. 


We offer a highly competitive salary and a comprehensive 
benefits package. 


Please respond to: 
email: siliconvalleyjobs@foliage.com 
fax: (888) 663-9973 
mail: 51 East Campbell Avenue 
Campbell, CA 95008 


We are an Equal Opportunity Employer 
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SYSTEMS 


WWW. FOLIAGE. COM 
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Sheldon Laube 


CEO, CenterBeam, Ine. 


INTERVIEWED BY DAVID NEEDLE 


heldon Laube is founder 
CenterBeam, the Santa Clara-based company 
whose mission is to bring big-league-level 


computing resources 
and infrastructure to small 
businesses. CenterBeam was 


formed last year with the help 
of USWeb/CKS, the giant 
Internet consulting firm Laube 
also helped start. Other big 
name investors, which have 
chipped in over $60 million in 
the privately held CenterBeam, 
include: Crosspoint Venture 
Partners, Accel Partners, New 
Enterprise Dell 
Computer, Intel, and Microsoft. 

CenterBeam’s basic pitch is 


so-called 


Associates, 


the 


computing” proposition where 


“subscription 


companies pay a monthly fee 
for their computing needs, 
including hardware, software 
and network/Internet connectivity to a data center rather 
than purchase any products outright. The CenterBeam 
service is available in Northern California, Phoenix, 
San Diego, Dallas, Denver, Detroit and Washington D.C. 

Laube is no stranger to the intricacies of computer 
products and networks. He was Chief Technology Officer 
at USWeb and held the same position at Novell. Prior 
to Novell, Laube was director of information and tech- 
nology for Price Waterhouse where he directed the first 
major installation of Lotus Notes. More information on 
the company is available at www,centerbeam.com. 


CenterBeam provides a computing infrastruc- 
ture to small business customers. What advice do 
you have for start-up companies about how to 
assess their computing needs? 

The real key that every start-up is worried about is 
how do you do it fast? You want speed. The second thing 
is that you have to make sure what you put in is 
going to be able to grow as your business grows; that 
it scales. 
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Certainly anyone with an Internet start-up or 
involved in e-commerce has to be concerned with 
scalability. 

Any company should be. 


What’s the basic sweet spot— 
the ideal customer for Center- 
Beam in terms of size of the 
business? 

From 10 to 100 employees and 
we also can support branch offices. 


What mistakes can a start-up 
make in assessing its computing 
needs? 

There are lots of things. Say you 
decide to run your own Web site over 
a dial-up phone line. Mistake. Or you 
decide to set up an e-mail system that 
relies on Hotmail for remote retrieval. 
Mistake. What you'll soon realize is 
you want and need a real enterprise- 
level mail system, calendar system, 
and security. 


What about obsolescence? 

Absolutely. Business today moves quickly and the key 
to success is flexibility, speed, scalability and the last most 
important thing for a business is you don’t want any 
hassles. When you are starting from scratch the last thing 
you need is having to hire more tech resources to make 
Exchange work or get NT reconfigured; that’s not in the 
business plan. 


In other words, outsource? 

Right, offload as much as you can. When you're first 
starting out for example you don’t hire your own PR 
people, you outsource that function and a lot of others. 


Microsoft is an investor in CenterBeam but I 
assume there was more to your aggressive moves 
with Windows 2000, which you first offered last 
year as standard software even though it was still 
in beta. 

Absolutely. I think once people start 
Windows 2000 they will realize how great it is. All 


using 
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the other stuff is smoke and mirrors. 


Why? 

First of all it’s dramatically more stable. There are virtually no 
crashes. For us it’s been enormously helpful because there are a lot 
of new manageability and support features that enable us to better 


remotely manage and support our customers. And also it’s faster 
than NT. 


You’re providing businesses with desktop and notebook 
PCs. Now there is a new class of Internet devices emerging. 
IBM was the latest computer company to unveil a network 
access device called the NetVista. Do you see Net devices 
becoming part of the set of business tools you offer? 

As our customers want them it may happen. But I believe the 
vast majority of people want the ability to run normal applications. 
With thin client systems or devices you only run what someone else 
allows you to run. It’s really a return to the mainframe era which 
is when you could only run what the central IS department let you 
run. The fact that the Internet is broad and vast and there are more 
applications is interesting but it’s nowhere near the range of what’s 
available for the PC. For most customers, what’s really important to 
them is the ability to choose from among the tens of thousands of 
PC applications out there. 


Initially you offered a mix of PC brands and now you’ve 
standardized on Dell. Is that limiting? 

Not at all; Dell is a leader in custom configurations. We looked at 
other strategies such as building our own PCs, and came to the 
conclusion that it made no sense. It’s ridiculous. Companies don’t 
want white boxes (PC clones). I predict Everdream (a CenterBeam 
competitor that offers its own custom PCs) will give up their 
strategy and go with name brand PCs. 


Why? 
Because businesses want name brand computers like everyone else. 


Clones still have advantages. I’ve noticed the name brands 
still use some proprietary components, but with the clones if 
you want to replace something like the hard drive or add 
memory it’s much less of a hassle. 

No one wants to replace stuff themselves. Those days are over. 
If you have a business to run you can’t be hassled to go down to 
Fry’s and shop for hard drives. 


You also offer high-speed Internet access (DSL) as stan- 
dard. There have been some concerns about security with 
these systems that are always on. 

We have the highest concern for security and it’s not a problem 
because all of our customers’ identities are hidden. They are all 
connected to our data center, not the Internet, so there are no 
routable network addresses for anyone to hack into. 

But speaking of security, it’s crazy how many viruses we see— 


March 20, 2000 








DREAMS 


dozens a week. But we catch them all at our data center. 


These are coming from e-mails and files at your customer 
sites? 

Yes, especially when we're converting over an existing system, 
we find hundreds of viruses in their e-mails that may be dormant 
and they didn’t even know about them. 


What does it cost to adopt CenterBeam as your IT 
provider? 

We do a site audit first and look at the overall company before 
making a final price quote. Obviously there are a lot of variables, 
different types of companies large and small. For a 10-person 
company, the price ranges from $1,700 to $2,500 per month if 
you include notebooks and other items like printers along with 
the PCs. That’s for everything. Ten computers according to a 
GartnerGroup study cost $800 per machine to maintain or $8,000 
a month, so this is a revolution. 


A revolution? 

Yes. It’s not just hardware and network services; we back up every 
machine every day. No small business backs up every day. That’s a 
revolution. If something happens like a flood or other disaster they 
could be out of business without back-up. We also developed our 
own advanced diagnostics that takes advantage of our DSL, always- 
connected network that brings a higher level of service than has ever 
been available before. 


What about companies that already have PCs, and other 
computers like Macintosh or workstations? 

For new customers we will buy back their office PCs for $500 
each and donate them. And we have systems to help with the 
migration to CenterBeam. We recognize if you have 150 people 
you won’t want to move all of them onto a new system at once 
sO We can operate in a mixed environment, but it is only meant 
to be transitional. 


So no Macs or Unix workstations? 
This is a PC-centric deal. All our machines run Windows 2000; 
if you don’t want to go that way, we wish you the best of luck. 


How did the upgrade to the final version of Windows 2000 
go? 

It’s been fabulous. We’ve updated all our customers to the final 
version over the wire remotely without the need for manual installa- 
tions. If you think about the history of the computer industry and 
upgrades like Windows 95 or 98, someone had to spend hours 
upgrading individual PCs; all we needed to do was press a button. a 


David Needle has covered the computer industry since 1981. He is editor 
of siliconvalley.internet.com, a new Web site about the Internet industry 
in Silicon Valley, which is set to debut in April. Contact him at 
dneedle@internet.com. 
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The Golden Age of Copper 
DStcon 2000 


The Digital Subscriber Line 
Conference and Exhibition 


www.dsicon.com 


DSLcon is the largest exclusively DSL gathering in the world. 
At DSLcon, you will see the latest in DSL equipment and meet 
the leading services providers. You will also learn about: 


DSL & Frame elay * DSL Network Security 
e DSL & ATM ¢ DSL Routing 
e G.Lite vs. Full Rate ADSL ...and much more! 


Be U! “ri 


_ DSlcon Spring 
3-6 April 2000 


San Jose 


For more information contact: : (t= DStcon 9000 


DSLcon 


16968 Leslie Court Conference and Exhibition 
Morgan Hill, CA 95037 


The Digital Subscriber Line 


Present this Ticket for Exhibit Hours: 
408.778.1994 tel One FREE Admission to Tues & Wed, April 4 & 5 
gC ME SUELO DSLcon 2000 Exhibits PENA 


www.dslcon.com eee 
April 3-April 6, 2000 Fairmont Hotel, San Jose, CA USA 


Limit One per Person 









Get Into The Zone 


The future of television is now, and the company 
leading the way is ReplayTV, Inc. ReplayTV is a 
Personal Video Recorder (PVR) that records your 
favorite shows digitally so you'll watch what you want 
when you want. No tapes. No hassles! You'll also 


have complete control over live television with pause, 


rewind, and instant replay! ReplayTV is the only 
PVR on the market with NO monthly service fees. 
Now that's television made personal! 


replaytv 


Are you ready to "Get in to the Zone?" 
Send your resume to: 

iat eA 

1945 Charleston Rd. 

Mountain View, CA 94043 
e-mail:careers @replaytv.com 





Program Managers 
(Hardware & Software) 

Applications Engineers 

Web Developer 

Sr. Applications Engineers 

Systems Engineers 

Sr. System Applictions Engineers 

Sr. Network Engineers 

Hardware Design Engineers 

Product Engineers 

Technical Writers 

Diagnostic Test Engineer 

ECO Analyst 

Mechanical Design Engineer 

QA Engineers 

QA Leads 

Release Engineers 

Network Quality Engineers 

Sr. Tools Developers 

OEM Quality Engineer 

Beta Program Engineers 

Field System Engineer 


Account Managers 

Director, Direct Sales 

Retail Account Manager 

OEM Account Executives 
Marketing Manager 

Marketing Promotions Manager 
Marketing Programs Manager 


Technical Support Reps 
Desktop Support Admin 
Business System Analyst 
IT Developer 

Master Scheduler/Planner 
Program Manager-Software 
System Admin- PERL 


Stock Admin 

Senior Financial Analyst 
Senior Accountnt 
Director, Corporate Dev. 
IR Manager 


Producer 

Attorney 

Legal Assistant 

VP of Sales 

Director, Distribution 
Director, E-Commerce 
Director, Broadcast Ops. 
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Jacobson envisioned [his company as] a kind of 
of loyalty and teach one another over time. 
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he really cared about as opposed to a smaller, safer 
venture that could serve as a springboard. 

“T made the almighty mistake ... of trying to put 
together my dream company first,” he said. 

MyPassion.net marked the second time Jacobson 
faced hardship in trying to launch a tech start-up. His 
virtual reality company had gone under in 1996, leaving 
him in debt and helping to sink his marriage. 

Jacobson had tried to learn from that first effort. 
He wanted to be “patient” with MyPassion.net, for 
example, and wait to build the technology until he got 
a decent chunk of funding. 

He also had hoped to create a company very 
different from the prototypical Valley tech firm, where 
employees come and go within a few years and 
companies lay off workers without a second thought. 
Jacobson envisioned a kind of modern craft guild, 
where colleagues would feel a sense of loyalty and 
teach one another over time. 

Although he was going against the grain, Jacobson 
dismissed the idea that he didn’t get funding because of 
his romantic company vision or because he didn’t move 
fast enough. 

On the other hand, he admitted he may not have 
pitched his plan to enough investors. He’d knocked on 
just five doors while some successful entrepreneurs 
hear 20 or more “nos” before getting a “yes.” What’s 
more, Bob felt his business concept—finding existing 
communities and giving them the technology to get 
online—may have been too complex. 

But Bob also accused venture capitalists of short- 
sightedness. By focusing on e-commerce companies 
they ignored the importance of encouraging people to 
come online. 

“The Internet was built of caring communities,” he 
said. “Their value is beyond making money per se: 
They are the glue.” 

In any event, the sting of MyPassion.net’s failure 
may have affected Jacobson’s job interview for CEO of 
a similar Web-community company. While talking to 
the firm’s founders, Jacobson volunteered that his 
strengths were less in overall company leadership and 
more in community development. He didn’t get the job. 

“Of course I could have done it,” he said in retrospect. 
“T don’t know—a crisis of nerves.” 
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CALM AMID THE STORM 

But at the same time he faced such turmoil, Jacobson 
experienced a certain calmness in early January. There 
was a lull at his day-job employer, AnswerThink—a 
consulting firm focused (ironically for Jacobson) on 
accelerating start-up growth. The break left him with 
time to reflect on his career and the Valley more broadly. 

Jacobson realized he’d let his life get out of balance. 
The self-described Taoist noticed that non-high-tech 
women he dated had a healthier approach to life. 

“When I talk with them, they make so much sense,” 
he said. “They're not getting wealthy, but they seem to 
have fundamentally balanced lives.” 

Jacobson was always a big thinker—last year he edited 
a book about “Information Design” for MIT Press—and 
he also worried about the future of Silicon Valley. He 
predicted the crushing, increasing pace of business in 
high tech would take a toll on people over time. 
And Jacobson, a member of early Internet community 
the Well, viewed the focus on big profits among current 
techies as shallow compared to the earlier concentration 
on a communications revolution. 

In fact, Silicon Valley with all its wealth seemed to 
him a far cry from its potential as a cradle of technology 
and culture. 

“This place could be like Florence in the 15th 
Century,’ he said. “You could choose to be an artist or 
musician or educator. It could be just a paradise.” 

But despite all these misgivings, Jacobson still hoped 
to create a paradise-like tech firm, and he continued 
to find inspiration in Silicon Valley. At Buck’s, he admired 
one of the soapbox racers from the Sandhill Road 
competition techies hold each year. The sleek racer, 
hanging on a wall, reflected the Valley’s “childlike” quest 
for technological excellence, he said. 

And yet Jacobson’s own vehicle—a renovated ‘75 
Datsun—represented values at odds with the Valley, 
which disdains the old and embraces the new. 

“T hate to waste anything,” Jacobson explained. “It’s 
so well designed. It deserves to be preserved.” 

The question remained whether such old-world 
instincts could be reconciled with Silicon Valley’s brutal, 
cutting-edge capitalism. 

As of early January, Jacobson still felt optimistic. 
He noticed his own employer starting to appreciate 
job applicants’ attitudes, not just their technical skills. 
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modern craft guild, where colleagues would feel a sense 


Perhaps with the unbridled financial success of firms, companies 

could afford to focus more on the way they succeed, he suggested. 
“There might actually be a sea change,” Jacobson said. “The 

quality of the process and the outcome will have equal [value].” 


A TURN FOR THE BETTER 

Whether or not the Silicon Valley 
sea was changing, Bob’s own boat 
soon began to head in a fruitful 
direction. 

In January and February, he 
became a consultant for three nascent 
Web sites that fit perfectly with his 
interests in community and the 
relationship between people and tech- 
nology. One site, “espirituality.com,” 
aimed to be a clearinghouse for 
information on the world’s religions. 
The other two included a site devoted 
to amateur futurists and one focusing 
on design from the perspective of 
users’ experiences. 

These gigs didn’t promise Jacobson 
a big salary—at least initially. But 
that didn’t matter. In February, he 
landed a new six-figure-salary job 
plus equity with a start-up consulting 
firm in San Francisco. The firm, called 
EchelonFive, would help companies 
trying to become e-businesses amidst 


ED FRAUENHEIM 


fast-changing technology. It was 
founded by author David Siegel, and 
book Futurize 
Enterprise, a Business Week bestseller. 

As with Bob’s roles at the Web sites, the new job promised to tap 


into his skill in seeing the big picture. The position was posted as 


based on_ his Your 


“Cultural Guru,” though when Bob came on board it was switched 
to “Culture Champion.” 

And although it wasn’t his own company, Jacobson seemed to 
see possibilities of his longed-for collegiality at EchelonFive. At 
the start at least, it was a “boutique” of less than a dozen Web-heads 
thinking about the direction of technology. 

“This new job feels good,” Jacobson said in mid-February at yet 
another Buck’s meeting. “It’s going to be loads of fun.” 


HOPE SPRINGS ETERNAL 


As he munched on huevos rancheros, a weight appeared to have 
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A sort of Web cultural guru, Bob predicts trouble for the Net if it 
continues on its commerce-focused path. 


lifted from his shoulders. The angst of MyPassion.net’s failure and 
AnswerThink’s chaos had passed. Jacobson even saw his happy 
fortune reflected in several friends experiencing career upturns. 

“Everybody I know is getting their act together. It may be a 
Celtic thing,” he said, referring to the fact that it was already spring 
according to the ancient Celtic 
calendar. 

But the levity stopped when 
the conversation turned to the 
trajectory of the Web and the 
recent spate of hacker attacks 
that had shut down sites such 
as Yahoo! and Amazon.com. In 
Jacobson’s mind, Yahoo!, Amazon 
and other commercial sites had 
seized the Net and twisted its 
original communitarian impulse. 
The hacker attacks 
been a kind of retaliation. 

“The soul of the Web is at 
said. “The 
may have launched an attack 


may have 


stake,’ he hackers 


on services they perceived as 


kidnappers.” 
At the same time, Bob 
worried the hacker activity 


would scare people from the 
Web. 


becoming “an austere, sparse 
o 


Already, he saw _ it 
and hostile environment.” What 
the Net 
human-level exchange involving 





Saas lacked, he said, was 


more than just monetary 


transactions. In fact, he’d begun 


writing a book about the Internet and the “gift economy’”—the 
way acts of generosity lead to important bonds among people. 

It struck him that MyPassion.net was needed more than ever. 
Although he had no immediate plans to resurrect the company, 
he pledged he still might someday. 

“T will keep reserving the domain name indefinitely,” he said. 

Jacobson may have had the passion it takes to be a Silicon Valley 
entrepreneur. But he had a broad-mindedness that set him apart—and 
perhaps hindered his own success in the start-up game. 

Here’s how he responded when asked about someone else 
coming along with the same idea for bringing new communities 
to the Web: “That’s OK too,” he said. “It’s just important that it 
happens. It’s for everyone’s benefit.” 
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continued from page 17 


but the first copies went on sale at Amazon.com in 
early January with little fanfare. 

Second, Hall’s start-up company’s management team 
disbanded in late December—marking the second time 
in three months he’d said good-bye to the managers of 
one of his ventures. 

Third, he was able to scrounge up 
just $20,000 in funding. 

That’s but a sliver in the start-up 
scheme of things, enough to keep 
Hall’s firm afloat for only a few 
months. 

But like Tiny Tim in A Christmas 
Carol, Hall was happy with what he’d 
holidays. 
And he focused on the future. 


received over the 


Rather than berate the management 
team members who'd decided not to 
work full time on the project, 
for example, he wished them well. 
He said he was looking forward to 
a series of interviews with “really 
neat, high-energy” people to take 
their place. 


JAY SOLMONSON 


Nor was Hall alarmed by missing 
his publishing deadlines and _ failing 
to create a buzz about The Future 
Scrapbook. Instead, he was hopeful 
about having sent out a copy of the book and a related 
proposal to about 400 Fortune 500 CEOs. Hall offered 
to help turn around company divisions where “passion 
was dead” using The Future Scrapbook method as a tool. 
The price for this service? At least $1 million, and Hall 
would split the proceeds with heart disease charities. 

Hall mused he needed just a quarter of a percent 
success rate—one ‘yes’-—to get his project off the ground. 
Two weeks after he’d sent out the proposal, he didn’t have 
any takers. But, he said, “even the ‘nos’ I’ve gotten have 
been polite and encouraging.” 


A WELCOME INFUSION 

Most encouraging to Hall’s immediate future was the 
$20,000 he secured. The money came from a high-tech 
business owner Hall had met in a personal development 
program. 

Hall was grateful for the infusion and saw it paving 
the way for additional venture capital. But actually 
getting the first chunk of money in the bank was proving 
to be a hassle in early January, as Hall scrambled to get his 
incorporation papers filed. That led to a rare admission 
of trouble. 
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Nick is at peace even when his self-help 
firm got off to a rocky start. 


Sm DREAMS 


“The challenge is keeping the investor committed,” 
he said. “It’s frustrating.” 

Overall, though, Hall did not betray much anxiety 
about his fledgling firm. Or about his personal finances. 
His wife Jenn was basically keeping the couple afloat 
thanks to her job as a business development manager 
with Playtex Products, and was willing to continue in 
that role for another year 
and a half. At that point, 
Nick and Jenn planned 
to have their first child, 
and Jenn wanted to be a 
stay-at-home mom. 

Jenn’s backing of Nick 
was no small matter. As 
someone who hated being 
in debt, she conceded 
that seeing $70,000 go 
down the drain wasn’t 
easy. But she loved seeing 
the fire in Nick’s belly 
that came from being a 
crusading entrepreneur 
as opposed to a_ bean 
counter. And she had 
he’d—and 
they’d—succeed. 

“T just have this faith 
in him he’s just going 


no doubts 


to be phenomenal,’ she 

said. “I just know we're going to make it together.” 
Hall was confident he could earn a decent living as 
a corporate consultant. But he remained passionate 
about the potential of The Future Scrapbook and how 
its ‘““dreamalities’—Hall’s term for the 
documents—could affect people. For example, one 


fictional 


senior citizen he knew had used the book’s technique 
to start a gardening business and secure her retirement 
income. Another friend employed the method to 
envision raising money in a charity run, and soon found 
contributions racing in. 

Hall’s own family was getting hooked. Over 
Christmas in Ohio, his parents, three brothers, Jenn and 
he agreed to a vision of the Halls as the first-ever Time 
magazine Family of the Year in 2006. The family also 
agreed to establish a collective estate in California and 
improve communication. 

“We aligned on this dreamality Christmas Eve,” Hall 
said. “We’ve got our first conference call scheduled and 
the Web site is already up.” 

Hall’s family focus was just part of the balanced life 
he continued to lead in late 1999. His singing lessons 
proceeded, and after a successful rendition of “White 
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Christmas” in Ohio he hoped to start practicing for the Daddy 
Warbucks role in “Annie.” Hall also researched local amateur golf 
groups and aimed to compete in regional tournaments later this 
year. 

It didn’t worry Hall that devoting so much energy to his family, 
singing and athletic life could compromise his start-up chances. 
What’s more, he said, he was doing the same work as an entrepreneur 
who had landed $10 million in funding. 

“What's the difference?” he asked. “They're looking for people, 
they're desperate for space. The stuff doesn’t change. People want 
certainty, but there is no certainty.” 


STILL HAVING FUN 
About the only certainty for Hall was that he was having fun so 
far. 

“T just had a company order 100 books,” he said in early January. 
“Tm ecstatic!” 

Over the course of the next two months, Hall had even more 
reason to be happy. He found three people to join his executive team 
and attracted another three to serve as advisors. What’s more, he 
broadened his strategy: Nick now aimed to create a clearinghouse 
for the self-help market. The Future Scrapbook would be just one of 
the company’s offerings. 

There was something fitting about Hall launching his company 
and The Future Scrapbook itself from his Castro Valley home on the 
edge of Silicon Valley. With hordes of entrepreneurs—himself includ- 
ed—pouring into the area trying to capture a piece of the fantastic 
wealth being generated here, a huge audience emerged ready to hear 
about the power of positive thinking. After all, the odds of success 
were slim. Just a fraction of companies found venture capital backing 
and only 10 percent of those made it big, according to one venture 
capitalist rule of thumb. 

Sull, it remained to be seen whether Nick’s message in The 
Future Scrapbook would be too inward-looking for a crowd focused 
more on funding than self-fulfillment. 

The answer to that question began to emerge in February. As 
part of his publicity campaign, Nick arranged a series of Future 
Scrapbook workshops at companies and civic groups throughout 
the Bay Area. 

The first one got off to a bad start. Through a networking 
acquaintance, Nick set up an 8:00 a.m. seminar Feb. 18 at the 
downtown San Francisco skyscraper office of financial services 
consulting firm Bain & Company. Nick and Jenn arrived at 7:00 a.m., 
but at 8:00 a.m. only one other person besides the host greeted 
Nick in the spacious conference room. 

What’s more, Nick began his presentation with language that 
smacked of potentially off-putting New Ageness. 

“What ’m going to speak about today has the potential to 
increase your energy and increase your level of happiness,” he said. 

Hall then proceeded to talk for roughly 20 minutes—what 
seemed too long—about how he came to develop the Future 
Scrapbook method. 

But then the room’s tone shifted subtly. Three more people had 
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shown up, and Nick asked everyone to close their eyes and imagine 
their dream life 5, 10 or 25 years from now. The audience bit. 
Caught up in Hall’s enthusiasm for “dreamalities,” all but one shut 
their eyes. Then everyone busily wrote down what they wanted to 
do on a special “dream-storming” worksheet. 

Hall asked people to share what they’d written. One woman said 
she simply wanted to sleep more. A young man described the rural 
retreat he longed to build. 

Hall emphasized the importance of sharing. 

“The number one killer of dreams [is] isolation,’ he said. “For 
most people, to live their dream life it’s going to require some 
support from people besides you.” 

Soon after, Hall wrapped up the seminar, offering to sell his 
book and accompanying CD-ROM for $19.95. 

Only the Bain host took him up on the deal. But that didn’t 
faze Hall. 

“T think it went all right,’ he said afterwards, sporting a smile. 

Jenn agreed. She’d come for moral support, and during the 
presentation she nodded at Nick’s points and laughed at his jokes. 

But she swore she wasn’t playing an Ed McMahon role. Nick 
genuinely impresses her for being willing to take risks and make 
himself vulnerable, she said afterwards. For example, Nick once 
boldly asked Tony Robbins’ organization for a scholarship to attend 
a Robbins seminar in Puerto Rico—one he would have had 
trouble affording otherwise. Robbins paid his way. 

“[Nick] goes where a lot of people are afraid to go,” she said. 
“He asks questions people are afraid to ask.” 

Indeed, Hall’s honesty about his high hopes for The Future 
Scrapbook—that it would eventually help world leaders solve 
problems like world hunger and Middle East tensions—seemed to 
disarm the Bain employees. 





What started off as a miserable presentation, in other words, 
ended up revealing Nick’s promise. He and The Future Scrapbook 
could move people. 


MANY OBSTACLES AHEAD 

On the other hand, it wasn’t clear whether Hall and his infant firm 
would become as big as Tony Robbins or Stephen Covey, whose 
bookstore on the street below showed just how far Hall had to 
travel. 

He faced major obstacles of publicity and the loud noise of 
other self-help companies and motivational speakers. What’s more, 
Nick’s well-balanced lifestyle meant he probably wasn’t going to 
arrive on the world stage overnight. 

Then again, perhaps the yoga, golf and cooking—all his soul- 
nourishing activities—would be helpful to him down the road. 
And maybe his willingness to lean on Jenn and others would 
prove important as well. After all, there’s a whole race to be run 
that comes after starting-up. 

Hall, for one, was preparing for the long run. 

“We often overestimate what we can accomplish in a year,” he 
said during the seminar. “But we underestimate what we can 
accomplish in 10.” 
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The entrepreneurial fire in him continued to 
Wiggins was musing about launching another 
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smacked of age-old immigrant hardship. He brought his 
wife and newborn son Oliver to live in a spare apartment 
in Redwood City. Dion worked as a consultant by day and 
in the evenings spent three hours with his family before 
planting himself at his computer and coding into the night. 

He would often stay up to 3:00 a.m., separated from 
Oliver and Jessica by a baby-proof fence. Jessica was shy 
and missed her family, ringing up a $700 phone bill one 
month. Dion knew he wanted to do better by both his 
wife and son. 

The family seemed to be turning a corner in late 1999. 
Jessica started to make friends in the area, and she and Dion 
deepened their local roots during a festive party for Oliver's 
first birthday. Some 35 friends came to the event, which 
culminated in a cake made by a local Filipino bakery. 

Then came the business breaks. Wiggins chalked 
them up in part to his past successes. His marketing man, 
for example, had been a colleague at the Hong Kong 
ISP. What’s more, Wiggins saw the Internet evolving in 
the direction of Control-Shift, which allowed users to 
do such things as connect easily from Web sites to 
related chat rooms and use free e-mail services more 
conveniently. Earlier in the fall, for example, software 
granddaddy Microsoft had announced its vision of “pro- 
grammable Web services,’ where a variety of programs 
could be “stitched together” by software developers. 

Wiggins viewed his software as “complementary” to 
Microsoft’s strategy, since Control-Shift would allow 
end-users to pull together e-mail, chat, newsgroups and 
other Web functions. 

The impending success of Control-Shift proved to 
Wiggins that the Silicon Valley system works. In late 
December, he dismissed the entrepreneurs and even 
independent observers who complained venture capital- 
ists were a clubby bunch who excluded newcomers. 

“There’s more money now than there ever has been,” 
said Wiggins from his couch, feet tucked casually under 
him. “You just have to work a bit harder to get it. The 
VCs are getting smarter. They're hiring consultants, and 
not just throwing the money [around] 

Wiggins certainly was working hard to snag some of 
that “smarter” money. He averaged less than four hours of 
sleep in December while holding down his day job, 
finishing up his software and preparing for VC pitches. 

As the new millennium dawned, Wiggins was on the 


” 
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verge of becoming a high-tech Horatio Alger. He had 
every reason to gloat about the triumph of capitalism. But 
the same evening he praised Silicon Valley he also revealed 
a more expansive side. Over a home-cooked Filipino din- 
ner, he mused that ever-more work would be handled by 
computers and robots, leaving many people with little to 
do. At that point, he suggested, a form of communism 
possibly could provide the best socio-economic system. 

He also admitted that in a few years he hoped to enjoy 
the fruits of his labor with his family. Still, like a true 
entrepreneur, he couldn’t imagine taking it too easy. 

“I’m not going to retire early. It’s not my style,’ he 
said. “I think I’d go out of my mind.” 


POTHOLES AHEAD 
As it turned out, Dion’s mental health was tested in 
January and February. 

Events beyond the control of Control-Shift’s founder 
left him scrambling to set matters straight in both his 
business and personal life. 

Wiggins’ father-in-law had a heart attack in mid- 
January, which led Jessica to return to the Philippines 
with Oliver in tow. Jessica’s father recovered. But in late 
February a new hitch hit the family: Oliver’s passport 
had a typo and he was kept from boarding the return 
flight to the Bay Area. It seemed as if Jessica and Dion 
might have to spend weeks ironing out the red tape. 

Not only did Dion miss his wife and son, but Control- 
Shift hit a snag beginning in late December. The investors 
who’d been so eager to fund Wiggins took long 
Christmas vacations and his deal was put off. 

“The VCs vanished on us,’ he said. “They just 
weren't around.” 

And when they came back, they wanted something 
different. The money people told Wiggins he needed to 
add a “business-to-business” component to his firm, 
rather than focus exclusively on consumers. Although it 
struck Wiggins that the VCs were acting on a herd 
instinct—“B2B” being the buzzword of the day—he had 
already planned to make such a revision later in the year 
and agreed it would strengthen the company. 

So he got to work reshaping his business plan, which 
also meant more coding for the test product. It all added 
up to long hours for Wiggins. Partly because he kept 
doing consulting work on the side, he continued to aver- 
age less than four hours of sleep through mid-February. 

Adding to the pressures was the disappointment of a 
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burn. Even as he struggied to get Control-Shiit into high gear, 
Internet start-up several years down the road. 


STEVE PRINGLE 


VC deal falling through at the last second in January. The investment 
firm had all but promised Dion a hefty chunk of funding. But it 


delayed final negotiations, then made a startling confession. 

“When it came down to the deal, the firm didn’t have the 
money,” Dion said. 

How frustrating was that to Wiggins? 

“You have no idea,” he said. 

Interviewed in mid-February, with Jessica and Oliver in the Philip- 
pines, Dion’s smile was a bit tighter and he’d lost a little bounce in his 





step. He admitted he looked forward to relaxing with his family. 
“T can’t work like this forever. It’s not healthy,’ he said. “You’ve 
got to work hard, but you've also got to have some sanity.” 


MOXIE AT AN EARLY AGE 
Handling crises like these was not new for Dion. 

He first faced adversity as a 2-year-old, when his father walked out 
on him and his mother. Dion has rarely communicated with him since. 
Although Wiggins remains fond of his mother, he became largely inde- 
pendent of her as a 13-year-old, when he went off to boarding school. 

Much of his mettle may have come from that decision. 
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Wiggins pushed himself to the limit, averaging less than four hours of sleep while churning out 
code, reshaping his business plan and working part-time as a consultant. 
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“T’ve had to look after myself since I was 13,” he said. “When 
you're young like that, you have to learn a lot quickly.” 

Just as he rallied to fight Hong Kong authorities who pulled 
the plug on the region’s Internet service providers, Wiggins sucked 
it up in January and February. And he made headway. He developed 
a “B2B” strategy of linking up with computer-makers, Internet 
Service Providers and Web portals. And again, he found several 
VCs interested in funding Control-Shift. 

Dion considered these investors a better bunch, aware of the 
market he was after. 

But as of early March they wanted 
to see upgrades in the software before 
putting their money on the table. 

Dion said he still was “100 percent 
confident it'll fly. It’s just a matter of 
finding the right VCs.” He also said a 
group of friends gave him a verbal 
commitment to invest $500,000 if VCs 
didn’t come through. This “back-up 
plan” gave him further 
Control-Shift would move forward. 

On the other hand, Dion had 
become a shade less sanguine about the 


assurance 


Silicon Valley system working—at least 
in the short run. After all, he’d seen 
investors suddenly change directions as a 
herd and then leave him empty-handed 
at the eleventh hour. 

“T’m optimistic,’ he said. “But then 
again, I’ve got to be optimistic.” 

The bright-eyed immigrant who'd 
quoted Gloria Estefan—“Get up and 
make it happen”—may have picked 





up a touch of cynicism along the way. 

But he continued to believe in his 
and 
Jessica and Oliver returned from the Philippines in late February, and 
Dion hoped that within the year he’d be a millionaire able to provide 
more for his family. Rather than eyeing a new wardrobe or 
BMW _ for Dion talked about 
hiring a maid to make life at home easier for Jessica. 


company the American dream. 


picking out a himself, 
And the entrepreneurial fire in him continued to burn. Even as 
he struggled to get Control-Shift into high gear, Wiggins was 
musing about launching another Internet start-up several years 
down the road. 
“T’m pretty good at being a visionary,’ he said. “This product is 


basically the springboard into my next venture.” 
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they changed their business plan. It now included a 
Web component, and the focus for PromoVu devices 
expanded from locales such as gas pumps and elevators 
to public phones. 

The pay phone strategy seemed to hit pay dirt. In 
early December, four separate deals suddenly appeared 
on the couple’s doorstep. First, a Swiss consortium of 
investors said it was thinking about pouring several 
hundred thousand dollars into PromoVu through an 
intermediary. Second, venture capitalists in the research 
triangle area of North Carolina expressed interest in the 
firm. Third, a Japanese conglomerate with an advertising 
business asked to meet with Steve and Laura. 

And fourth, an opportunity emerged relating to IBM’s 
technology transfer division, alphaWorks. It seemed 
possible that some early-stage IBM technology might fit in 
well with the PromoVu device. Steve was excited about 
both that prospect and the name recognition that IBM 
could bring PromoVu. The relationship might finally allow 
the couple to crack the ranks of Silicon Valley investors. 

“Wouldn't it be great to be aligned with IBM?” Steve 
asked aloud. ‘“‘That would be a tremendous boon to our 
company.” 

It struck both Steve and Laura as odd that most of 
their nibbles were coming from outside Silicon Valley. 
But they were more concerned with following up on 
the funding possibilities no matter where they came 
from. In early December, Steve met with telecommuni- 
cations bigwigs in Manhattan. He’d also scheduled a 
late-December meeting with a head honcho from 
the Japanese firm and a mid-January trip to Geneva. 


ENCOURAGING SIGNS 

After a year of banging their heads against the wall and a 
month of their kids getting banged up, Steve and Laura 
could see a bright future ahead. 

“We've never been this close before,’ Steve said in 
December. “But I’m cautious. I don’t want to lose 
focus. I don’t want to be blinded by the excitement 
that’s come up.” 

Steve and Laura’s roller coaster ride became even 
more extreme at the start of the new year. 

After weeks of tense negotiations, they seemed to 
reach an agreement with the Swiss investors for several 
hundred thousand dollars worth of seed money. And 
that wasn’t the only good news. In late February, Steve 
landed a meeting with a telecom company interested 
in placing thousands of units at their locations. 

The Petaluma couple had reached a peak in their 
six-year quest. They were poised to beat the odds and 
get their tech start-up racing down the track of success. 
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But at the top, Steve still felt some jitters. February 24, 
there were still “i’s” to be dotted and “t’s” to be crossed 
in Switzerland. And PromoVu had a tight timeline to 
make its beta unit and reveal it publicly at a May trade 
show. Steve’s contract manufacturer wanted to see green 
before getting down to work on the unit. 

“Of course they want a deposit before they go ahead,” 
Steve said.“*So it’s a little nerve-wracking.” 

What’s more the path toward such promise in 
February included some low moments for PromoVu and 
Steve and Laura’s family life. 

For starters, the potential deals with both the Japanese 
conglomerate and IBM’s alphaWorks appeared to hit 
dead ends. Also, Steve and Laura clashed with two of 
their team members over intellectual property rights. 
The two were programming specialists and claimed to 
have developed portions of PromoVu independently. 
Each wanted to use the disputed technology for his 
own venture. 

Steve and Laura were confident a “smoking-gun” 
e-mail would protect them against one ex-worker, and 
they negotiated what they considered a favorable trade 
of patents with the other. 

The conflicts were lessons learned about farming 
out work before being funded, Laura said. 

“It’s very hard to hold on to people when youve not 
paying them,” she said. “You do a lot on trust.” 

The two programmers happened to be Ivy League 
grads. Steve had brought them on in part to help over- 
come the lack of “pedigree” at PromoVu. But the 
episodes—plus the way one programmer never finished 
his assigned work—treinforced Steve’s belief that the best 
credentials come from the school of hard knocks, where 
you can earn a G.S.D. for “getting s_ _t done.” Perhaps 
most galling to Steve was the fact that the two had 
insisted on receiving a total of nearly half of PromoVu’s 
equity. Steve’s research suggested the two computer 
specialists combined deserved less than 10 percent. 

“Ivy League graduates place a high value on who 
they are,” he said. “That’s an insult to me. I’ve done 
my homework.” 


WHERE'S MOMMY? 

But the work of starting up was fraying the family’s 
bonds. Whitney and Alexandra felt it most keenly, as 
they noticed their parents focusing on the start-up baby 
rather than the real-life kids. Dad was home all day, 
but didn’t have time to play with them. And mom 
started to disappear from their weekly rituals. Thanks to 
PromoVu tasks and efforts to help cope with her ailing 
mother in Colorado, Laura didn’t get home until about 
8:00 p.m. two or three nights a week. The kids spent 
several entire days without seeing their mom. 
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“They're spending more time trying to get funded than they are 
with us,’ Whitney complained over dinner in late February. 

Ali agreed. “During the walks they take, they talk about the 
company. And they don’t really talk about us.” 


What's more, the twin pressures of family life and business matters 





Laura sits for dinner with Morgan. Because of start-up tasks and helping 
to care for her mother, there were several days Laura didn’t see her kids at all. 


led to tension between Steve and Laura. One night, Laura arrived 
home late for a PromoVu-related appointment. Steve wasn’t happy 
about it and told her so. But Laura stood her ground, saying she'd 
had no choice but to talk with her father that night about putting 
her mother in a nursing home. 

“You only have one set of parents,” she said tartly. 

In late February, Laura admitted she felt nearly overwhelmed as 
a member of the “sandwich generation”—baby boomers caught 
between raising children and taking care of elderly parents. 

“T just got Morgan out of diapers, and now I’ve got to help my 
mom who has colon cancer,” she said. 

The start-up, of course, added to her load. But surprisingly, 
PromoVu lifted her up. It provided a spark in what could otherwise 
be a dreary time, as her mother’s short-term memory slipped away. 

Laura wasn’t a religious person. But she came to see the conflu- 
ence of events in spiritual terms. She found herself praying for 
wisdom and guidance. 

“This is all converging with such intensity for a reason,” she 
said. “Whether it is to push our personal growth, or push Steve and 
I together in our relationship, I’m not sure.” 

But she was sure that she and Steve had become closer thanks 
to PromoVu. Both husband and wife found their self-confidence 
boosted in the course of writing business plans, meeting with 
big-wigs and handling various crises. That inner strength along 
with better Steve’s 
tighter—despite flare-ups along the way. 


communication on part made their union 


“Our marriage now is stronger than it ever has been,” Laura said. 
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Steve agreed, saying he’d learned to channel his anger into state- 
ments rather than shouts. And this helped him become a better 
dad, he said. Even though his daughters were jealous of PromoVu, 
Steve thought he was spending more time with them than he ever 
had as a traveling medical equipment technician. 

For example, he had begun singing with the girls every 
night before bed. He taught them John Denver songs. 
With his help, Whitney learned all the words to the Beatles’ 
“When I’m 64.” 

He credited his newfound affection for his daughters to 
finding an outlet for his combative, rebellious side. 

“My primal aggression is taken out in business now,’ 
he said. “I feel I have greater control over my destiny.” 


NEARING THE GOAL LINE 


Finally, that destiny became a bit less difficult. ; 

The last day in February, Steve and Laura got a signed 
letter confirming their Swiss seed funding. They could 
start making their PromoVu product for the trade show. 
Steve also was hopeful about a deal with the pay phone 
management firm for thousands of the units to be installed 
within a year. 

All of a sudden, the success and wealth the couple had 
long envisioned seemed within reach. It was starting to look 
like a classic American story of pluck and persistence paying 
off—Steve had been rejected 39 times by February. But it 
had a twist: PromoVu was being funded by European investors as 
opposed to American VCs just down the road in Silicon Valley. 

The irony was not lost on Steve. In contrast to Silicon Valley 
VCs 


quick-return software firms, he felt the Europeans acted as “benefac- 


bent on finding already-proven winners and funding 
tors” who relied partly on the entrepreneur’s character and were 
willing to make a long-term commitment. The deal struck, for 
example, required Steve and Laura to hit performance milestones 
over time for them to regain equity in the company. It was a perfect 
arrangement for beginners, Steve said. 

“Investors here in Silicon Valley would not think about offering 
this deal,” he said. 

Steve also took pride in knowing that PromoVu landed its 
funding without the help of any Ivy-Leaguers in their company—the 
programming specialists had already left the firm by the time 
the Swiss investors acted. 

But he and Laura were more concerned with moving forward 
than with inflated credentials or Silicon Valley’s potential loss. 
They knew they had a lot of work to do to turn their still-nascent 
company into a successful business that would turn current 
advertising methods on their ear. 

Still, in late February, Steve let himself appreciate how far 
they'd taken a “goofy dream” born of Ali’s innocent comment 
SIX years ago. 

He recalled an aphorism that’s long moved him. 

“Persistence and determination alone are omnipotent,’ he 


said. “We're clear evidence of that.” 4 
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Don’t miss the 

Computer Hope Benefit, 

at Paramount Studios the biggest bash 
the Internet industry has ever seen! 
For information and tickets, visit 
http://events.internet.com/spring2000 


Sponsored by: Vignette, eGain, Delano, 
NAMEzero, !Qorder.com 


PRODUCED BY: 
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OFFICIAL SPONSOR: 
: INTERNET 
The world’s largest event dedicated to WORL! 
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To exhibit: 
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The numbers speak for them- 

selves: by the year 2003, the 

Network Attached Storage market is 

expected to exceed $5 billion. Leading 

this incredible charge, you'll find the people 

of Maxtor. With the recent acquisition of Creative Design 
Solutions, we're the company that’s working as a team to 
develop state-of-the-art products for one of the highest growth 
markets out there. The time is now for you to join us—because 
the real excitement is just ahead. 


Apply your knowledge of storage and networking in one of the 
following opportunities. 


e Software Development Engineers 
Software DVT Test Engineers 
Network Support Engineers 

(Unix kernel required) 

Field Applications Engineers 
Product Support Engineers 
Technical Support Engineers 
PCB Design Development Engineers 
(Allegro experience required) 
Mechanical Design Engineers 
(ProE experience required) 

Sr. Staff Hardware Engineer 

Sr. Product Quality Engineer 

Sr. Reliability Engineer 

Process Engineer 

DVT Test Manager 

Software Test Release Manager 
Program Managers 

Product Marketing Manager 


We have additional positions available at both MNSG and 
our Desktop Disk Drive Division. For complete descriptions 
of all our current opportunities, please visit our web site: 
www.maxtor.com 


Interested applicants should send a resume to: Maxtor 
Network Systems Group, Professional Staffing,2260 Agnew 
Road, Santa Clara, CA 95054; Fax: (408) 432-4185; E-mail: 
staffing_ca@maxtor.com. We're an equal opportunity affirmative 
action employer. Maxtor endorses a drug and alcohol abuse 
free environment. Employment is contingent upon passing a 
drug screening test. 


www.maxtor.com 
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From set-top boxes to game.consoles to interactive TVs, Liberate’s 
software enhances all types of consumer devices with the power of 
the Internet. Check out these exciting opportunities. 


Note: Not all offices come with a TV. 
“ENGINEERING ieee 
¢ HTML/JAVASCRIPT LAYOUT ENGINEER 
e ENGINEERING MANAGER 
- SERVER DEVELOPMENT 
e SCALABILITY ENGINEER 
e JAVA ENGINEER 
e AUDIO/VIDEO ENGINEER 
¢ INTEGRATION ENGINEER 
e VISUAL DESIGNER 
e MANAGER OF STRATEGIC INTEGRATION 
e SERVER ENGINEER 
e GRAPHICS ENGINEER 
e INTERNATIONAL ENGINEERING MANAGER 
e INTERNATIONALIZATION ENGINEER 
¢ SYSTEMS ENGINEER - SOFTWARE UPDATES 
e ENGINEERING MANAGER 


to apply the 
Cafe) 0 * TELEPHONY ENGINEER 
* MULTIMEDIA ENGINEER 


i earne d after : aie (2 positions) 
¢ CLIENT TEAM ENGINEERS (3 positions) 
school. A 


A chance 


¢ SR. TOOLS ENGINEE 
e NETWORK & SYSTEMS ENGINEER 
¢ MANAGER, STRATEGIC INTEGRATION 


[QUALITY ASSURANCE 


e QA ENGINEERS 

e QALEAD 

¢ KIT QA MANAGER 

¢ SOFTWARE TEST ENGINEER 
° QA API ENGINEER — 








° SR. TECHNICAL WRITER/APPLICATIONS 

e SR. API WRITER 

¢ SR. API WRITER - PORTING 

e SR. API WRITER - DEVELOPER TOOLS 

e SR. API WRITER - APPLICATIONS/SERVICES 
e SR. TECHNICAL WRITER - SERVERS 
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TECHNICAL SUPPORT ENGINEER 

- PHILADELPHIA, PA 

TECHNICAL SUPPORT ENGINEER 

- SAN DIEGO, CA 

TECHNICAL SUPPORT ENGINEERS 

(3 positions) 
_PROFES: 

PROGRAM MANAGERS 

EMBEDDED SYSTEM ENGINEER 

LEAD ARCHITECTS 

SYSTEM ADMINISTRATORS 

SOFTWARE ENGINEERS 

INTEGRATION ENGINEERS 

APPLICATION DEVELOPERS — 





APPLICATION DEVELOPER 
ORACLE DBA 
ITS HELPDESK SUPPORT ENGINEER 
NETWORK ADMINISTRATOR | 


PRODUCT MANAGER, ‘CONNECT SERVER 
DEVELOPMENT SERVICES MANAGER 
PRODUCT MANAGER, APPLICATIONS 
DESIGNER 

SOLUTIONS MARKETING MANAGER, 
CABLE AND SATELLITE 

CONTENT DEVELOPMENT MANAGER 





° ASSISTANT MANAGER, SERVICES REVENUE 
© ACCOUNTANT ENTRY-LEVEL 


r Interested job seekers are urged to apply online 
AleX ofol at: http:/Awww. liberate.com or e-mail their 


resumes directly to: jobs@liberate.com 
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Helpful Words to Consider 


From Voices of Experience 


BY DAVID NEEDLE 


he warning given at the beginning of the old 
“Hill Street Blues” cop show—‘“Be careful out 
there”—is a timely piece of advice for today’s 
Internet entrepreneur. Everyone, it seems, wants 
to start or join a start-up company here in Silicon Valley. 
Why? The most obvious reason is money; the Valley is 
littered with stories of garage shop operations that 
eventually made millions or billions (e.g., Yahoo!, eBay) 
growing the company and going public. 
And then there are companies like WebTV, which grew 
large enough to attract the attention of Microsoft and 


after 


be acquired for over $400 million. 

Another reason is that start-ups tend to think differ- 
ent—to borrow Apple Computer’s famous marketing 
phrase. Established companies have a routine and struc- 
ture more in line with the 9-to-5 stereotype of regular 
hours, layers of management and incremental, if not 
predictable, ambition. In a start-up you're “free” to 
work past midnight, wear whatever you want and enjoy 
the camaraderie of a fast growing—or fast sinking— 
enterprise. Deidre Shaw aptly described the special 
energy of working for a start-up in a recent essay for 
The New York Times. “But it wasn’t just the casual 
atmosphere that struck me; what bowled me over was 
the sheer energy of the place,” said Shaw of Inforocket. 
“People were coming and going, banging away furiously 
at the keyboards, shouting across rooms.” 

At New York-based Inforocket (yes, there are start-ups 
outside Silicon Valley) Shaw recounts how she didn’t have 
a computer or a desk for the first three days, and had to 
wait even longer to get a telephone. On the other hand, 
when Shaw piped up at a staff meeting early in her 
tenure “I have lots of ideas,” several colleagues replied in 
unison, “We'll take ‘em.” 

But before you leap to join or form a start-up of 
your own, think long and hard about what you hope 
to accomplish, say those who’ve done it. Take for 
example David Ezequelle. A veteran of several high- 
tech publishing ventures, Ezequelle got together with 
some colleagues to build a Web site two years ago 
for the home improvement market—currently a very 
hot category. Ezequelle, as CEO, helped the company 
raise its initial funding, but left after a year to join 
Alloy Ventures as an entrepreneur in residence, a 
Palo Alto venture capital firm which specializes in 
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helping start-ups. 

Ezequelle says he had a severe case of dot-com 
fever and was attracted to the excitement of building a 
Web site, developing content and attracting an online 
community but later realized it wasn’t a good fit for him. 
“When you're all done you realize that what you are is a 
retailer competing against other retailers whether or not 
they’re selling on the Web,” says Ezequelle. “If that’s 
what you want fine, but you should realize e-commerce 
is about selling at the right. price, satisfying customers 
and getting a lot of e-mail crap from customers who 
may misinterpret what you're doing and think you're a 
jerk. The Web doesn’t insulate you from the headaches 
of selling to consumers.” 


WHAT'S THE PLAN? 

If you're forming a start-up, one way to figure out if you 
have something worthwhile is to write a business plan. 
Yes, a business plan can be helpful in raising capital, but it 
can also be a tool for a critical assessment of what you'll 
need to form a company and whether you and your team 
of start-up renegades are up to the task. 

Burke Franklin runs “the world’s oldest start-up,” a 
company called Jian in Mountain View which he formed 
in 1988. Jian markets a range of software tools and online 
resources (Www.jian.com) written in “plain English” for 
budding businesses and entrepreneurs. Jian’s original and 
best known product is BizPlan Builder. 

“Whether to build a start-up or not becomes clear 
as you write a business plan,” says Franklin. “You don’t 
need a hundred-page business plan, but you need to 
write something that lets you consider every-step-of- 
the-way things like, ‘Wow I’m not good at this, I’ll 
need to hire someone to do this.’ You can also share 
the plan with potential recruits and use it to inspire 
them to join you.” 

A business plan can also be part of your presentation 
to potential investors, but isn’t always necessary. “You 
don’t need a business plan if you have a great idea, 
product or service, but what you do need is an 
introduction by referral to someone in the investment 
firm,” says Ezequelle. “Essentially this [venture capital] is 
a business built on intuition and trust.” Ezequelle adds 
that proposals that come in over the fax or mail aren’t 
likely to get immediate, if any, attention by most VC 
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firms. Alloy Ventures specializes in early 
stage start-ups that can be as small as a few 
people with an idea. Ezequelle says he'll 
occasionally rummage through proposals 
that come in over the transom in hopes of 
finding a gem, but says it’s difficult to find 
the time since Alloy, like other Silicon Valley 
venture firms receives so many proposals 
from known referrals. 

A great resource for start-ups is the aptly 
named StartUpUniversity where you can 
find finding 
investors, advertising, legal resources and 


contact information for 
more. StartUpUniversity also holds seminars 
to help companies with logistical matters and 
funding. Audio and video recordings of some 
of the StartUpUniversity-sponsored sessions 


are available at the Web site. “We get into 


practical detail like a line-by-line explanation , 


of a term sheet offer by a venture capitalist,” 
says StartUpUniversity founder Wayne 
McDonell. A term sheet is the formal 
proposal that a venture capitalist offers to 
an entrepreneur spelling out the terms of 
the funding. 
Unfortunately for every eBay and 
Amazon.com there are countless bad ideas 
for companies. “You have to have a focus,” 
says Ezequelle. “You won’t succeed trying to 
be all things to all people. It also has to be 


a product or service that’s executable in a 


reasonable period of time, like a year. | 


We’ve also seen cases where there are a few 
great people starting a company with a great 
idea but there are two to three well-funded 
competitors already out there.” 

While you might think your idea is signif- 
icantly different than something already 
offered, it may not be distinct enough to 
make potential customers want to consider 
has proposals from 


it. Ezequelle seen 


companies wanting to sell golf balls on the | 


Web. “That’s too narrow,” he says. “It’s a 
sub-category of what you can get from at 
least 20 other Web sites.” 


GETTING THE WORD OUT 

Start-up firms are often anxious for publicity, 
which is cheaper than advertising and can 
be more effective. But many Silicon Valley 
public relations firms are already inundated 
with new clients and reluctant to take on 
new business. “The business has changed 
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from 10 years ago when we could rub elbows 
with a few dozen analysts and journalists, 
and attend a few trade shows to make sure 
we had our clients covered,” says Shel Israel, 
who heads SIPR, the 
“agency for Internet pioneers.” SIPR now 


self-proclaimed 


has a database of a staggering 340,000 names 
of people who have reported on the 
Internet in one way or another from 
mainstream media and broadcast channels 
to specialty publications for industries like 
real estate that are going online. 

Israel is blunt in his assessment that a lot 
of start-ups need to spend more time looking 
at the 
financing, and gaining customers before 


fundamentals of their business, 
hiring a PR agency. “We’ve had people 


come to us with an idea they thought up 


2m DREAMS 


with three friends and they want us to 
represent them in exchange for stock based 
on some arbitrary projection,” says Israel. 
“At that stage, it’s too early to be thinking 
public relations.” 

Perhaps the most important consideration 
in launching a start-up is to ask yourself why 
you're doing it. “You can be motivated by 
money,’ says Franklin, “but that won’t get you 
through the inevitable hard times when you 
bail at the first sign of trouble. The most 
honest vision for starting a business is to find 
something you think the world needs and 
that you are the best person to do it.” Hi 


David Needle has covered the computer industry 
since 1981. He 
dneedle@sjm.infi.net. 
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daughter's soccer game - without any phone lines at all! 
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The service is reliable and secure. Plus, since it is wireless, you'll get fast access 
with no phone lines and no busy signals. Your Wireless Modem is compatible with 


any laptop computer. 


To get online wirelessly or for a free demonstration, call now: 


Business Tel 


300 S. First St, Suite 340 
San Jose, CA 95113 
(800) 811-7426 
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Job Hopping 
Not Always a Resumé Ruiner 


COMPILED AND EDITED BY JOANNE EGLASH 


n a recent issue of TechWeek, Career 

Chat asked readers to respond to the 

following question: “Job hopping is 

prevalent in the Silicon Valley, and 
almost expected to some extent. Some 
say that if your résumé shows that you’ve 
been at a job more than 10 years, it’s 
regarded as a negative by interviewers. 
True? False? Is changing jobs frequently 
beneficial to your career?” 

More than 25 readers responded—and the 
majority felt that, as one person said, “It’s 
true, interviewers think that you’ve got 
problems if you’re stuck in one place for 
more than a decade. I’ve asked around, and 
from what I’ve seen, the stay-at-least-one- 


year-but-no-more-than-four-years rule is 
the best for your career.” 

But there were some dissenting views. 
Here is a representative sampling: 


“In reference to your question concerning 
your résumé showing you’ve been at one 
company for longer than 10 years, it 
depends on the position you are applying 
for along with the scope of your position 
during your lengthy employment. If you 
are applying for the same position at the 
new company as you held at the old, 
probably not an issue. But, if you are trying 
to further your career, job hopping every 
few years is a plus. I personally have held 


positions with 6-7 employers over the 
course of 15-17 years. I only voluntarily left 
one of the companies, being laid-off from 
the rest (almost all now out of business). 
With each employer, I gained new job skills 
and experience which enabled me to obtain 
similar or better positions, all at a higher 
rate of pay each time. If I had stayed with 
the same company, in the same position 
for most of this time, I very seriously doubt 
I would have near the skills I have now 
and would more than likely be making 
considerably less. Currently I am the HR 
Administrator in my current job and do 
think it reflects negatively when a résumé 
reflects very frequent job changes (i.e. a 
year or less at each, leaving most of them 
voluntarily).” 

—A reader in Fremont, CA 
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“As an HR Manager [ still value tenure on the job in considering 
an applicant. I realize that many people today see job hopping as 
being good for their careers but, from where I sit, I look at the skill 
level and the stability.” 

—Rula Adranly, HR Manager, Quantum Consulting 


“While job hopping could be prevalent here in the Silicon Valley, 
apparently corporate recruiters at a large number of companies with 
whom I have been talking don’t seem to notice that. 

As someone who is now attempting to find his seventh position 
in seven years, being a ‘job-hopper’ in some cases is a strength but 
in other cases a major weakness—for you and your prospective 
employer. 

Part of this problem resides with the applicant, but I truly believe 
that most of it is because of the way companies are operated nowadays. 

This starts at the HR/Recruiting level and goes downhill from 
there. With the need to fill large numbers of positions it is practically 
impossible for an HR person (or even some software packages) 
to find someone who is a ‘perfect fit’ in terms of number of years 
experience, knowledge, etc. 

I can’t tell you how many times I have had eager recruiters call me 
and tell me about ‘perfect’ positions which I know I could do, and do 
well, only to have them decide for some reason that I am not a suit- 
able fit when they leave the position open for months on end hoping 
that imaginary person will walk through the door and take the job. 

With the fast pace of companies nowadays, it is very easy for 
people to hire their friends from previous companies and give them 
positions of authority that they would not normally get in a more 
tight job market. These people do not know how to select others to 
work with them so they tend to perform very high-level interviews 
and then think of some convenient story why you are not the right 
person for the job when you know that you never discussed these 
issues before or they never glanced at your résumé. 

I could continue to discuss other problems such as management’s 
lack of interest in training its employees or give them the proper 
equipment needed to do the job effectively. When you add these 
factors together (as well as probably many others), is it any wonder 
why people are considered job-hoppers?” 

—Name Withheld by Request 


“T think job hopping is frowned upon. I had an interview yesterday. 
The first thing the guy said when he went over my résumé was ‘I see 
you've been bouncing around’ Ouch. 
Job hopping isn’t always voluntary. Here’s my history: 

@ 12/92 Graduated college 

 2/93-10/95 Quit first job because I was getting paid less than my 
peer who had worked fewer hours and had less experience and skill. 
I left on good terms because I needed the contacts and the references. 


Everybody's gon ‘se 
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@ 11/95-1/97 Laid off during a start-up downsizing. 
@ 2/97-1/99 Recovering from repetitive stress injury. 
@ 1/99-5/99 Contracted part-time with start-up and left because I 
took another full-time position. 
@ 3/99-9/99 Laid off; start-up closed. 
@ 11/99-2/00 Quit start-up because it wasn’t ‘a good fit’ (details are 
too gory to mention). 
I’m starting a new contract tomorrow with yet another start-up. 
And then there’s this line in a job posting on Dice. ‘I'll just grit my 
teeth and hope the next one turns out to be a winner’ ” 
—An Involuntary Job Hopper 


“Tenure at a company is not the primary consideration. What’s more 
important is the growth of the candidate during his or her career, 
whether it be within the same company (promotions, transfers, 
increasing responsibilities) or at different companies. Also, if the 
prospective employer values loyalty and dedication, this may be 
considered a positive. 

Changing jobs frequently can be beneficial to your career 
depending on individual preferences. Continual learning and being 
challenged are more important, and they don’t necessarily correlate 
with changing jobs. You can achieve career growth within the same 
company or through education and training.” 

—Name Withheld by Request 


Send your answers to jeglash@email.women.com; we'll publish a 
representative sampling in an upcoming TechWeek. 











Internetworking 


Ask about our free classes! 


(4038) 845-9156 


Cisco Systems 
e CCNA 
e CCNP 
e CCIE-Lab 
Microsoft 
e MCP 
e MCSE 
e Windows 2000 
Sun Microsystems 
e Solaris/Unix 
e Java 2.0 Programming 
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BOOKBYTES 


Finally a Story From Idaho 
That Doesn't Involve Hate 


GEEKS: HOW TWO LOST BOYS RODE THE INTERNET OUT OF IDAHO 

In media and social critic Jon Katz’ latest work, Geeks, we all learn 
a thing or two about what it means to be an outsider—and that 
language can be a very tricky thing. 

The story of Jesse Dailey is on the one hand, a Rocky Balboa/Erin 
Brockovich-type true tale of the underdog making it big (or at least, 
making it out of Idaho). And on the other, it 
shows that no matter how global we get, there 
always has been, still is, and always will be a 
generation gap—and even the Net can’t fix it. 

Geeks is the result of Katz, a writer for 
Rolling Stone and Wired, embarking on a 
quest to -demystify and define the nerdy 
word itself. Along the way, he happened to 
come across a 19-year-old kid in Idaho who 
worked at a super small computer company 
and was a member of his high school “Geek 
Club.” Katz traveled to Idaho and met with 
and befriended Dailey and fellow geek, Eric 
Twilegar. The resulting book is his entertain- 
ing and informative chronicle of the boys’ 
use of the Net, and their empowering 
embracement of their own geek status, to 


VILLARD 


leave the potato state and get a life. 

Geek or not, you will get into this story. Katz is a compelling 
writer and does a fine job of discussing, explaining, and finally, 
even admitting his no longer objective opinion of how amazing 
the journey, and the boys who take it, actually are. 

But, as any well-constructed work of art must do, the book also 
begs a closer scrutiny based on social, rather than plot structure. 
Beyond the traditional and quite marketable (the story has already 
been optioned for film) theme of small-town, oppressed boy makes 
something of himself after all, there lies the fact that any term 
defining a large group of people is relative to the definer and the 
definee (or in this case, the name caller and the one with tears in 
his/her eyes). 

Basically, whether or not the word geek works for you as what 
Katz calls a “language inversion as a self-defense measure” (examples 
would be gays embracing “queer,” minorities internally using slurs as 
terms of endearment, etc.) all depends on when you were born, 
and how you first heard the word. 

Let me explain: Katz (who is in his fifties) is part of the boomer 
generation that first heard geeks as a term used by kids. They knew 
the kids thought it was bad. But they didn’t necessarily think it was 
bad on a personal level since they were outside the horrible high- 
school structure in which it originated. 

Dailey’s was the second generation to personally be called geek as 
an attack by other kids. But unlike the now thirty-something geeks 
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before them, they had Beck and Bill Gates 
to look to as proof that being labeled a geek 
ain’t all that bad. 

But for those in the age gap between the two, which coinciden- 
tally constitutes the majority of Silicon Valley slaves today (27 to 35- 
year-olds), the g-word will forever mean something really bad. For 
those (or rather, for us), geek is not Pirates of Silicon Valley Anthony 
Michael Hall, it’s “Sixteen Candles”/“Weird Science” Anthony 
Michael Hall. (In case you aren’t clear, that’s not good.) 

Being geeky? That’s okay once in a while. Being 
a computer, music or Net geek? Clarify it with a 
topic and that’s okay too. But just plain geek? Sorry, 
no can do. 

Katz does somewhat acknowledge the ‘80s kids in 
his introduction. You can see them feasibly fitting 
into his beyond geek description: “Brainy, single- 
minded outsiders drawn to a wide range of creative 
pursuits—from raves to Japanese animation—who 
live beyond the contented or constrained mainstream 
and find passion and joy in what they do.” And for 
the most part, they don’t apply directly to the narrative 
of his tale. 

Still, the concept of geeks being trendy can be a 
hard one to swallow if your Madonna was not a mama, 
your boy band was Duran Duran, your Freaks and 
Geeks was Square Pegs, and your personal play station was an Atari. 

You'll still root for Jesse and identify with Katz, but even after 
the last page, you'll be fighting that feeling that just because you 
work in tech and you liked this book, you still are not a geek no 
matter which way you slice it. 

Unless, of course, you are one. 

—Joel Enos 


Geeks: How Two Lost Boys Rode the Internet Out of Idaho 
By Jon Katz 

Villard; 207 pages; $22.95 

ISBN: 037550298X 


VIRTUAL PRIVATE NETWORKS: MAKING THE RIGHT CONNECTION 
A virtual private network (VPN) connects geographically dispersed 
sites using a public network infrastructure. 

Dennis Fowler’s book uses real-life examples to illustrate how a 
VPN, using the Internet “cloud” instead of the public telephone 
system, can save your network-dependent company an average 40 
percent to 60 percent in costs. And that’s not the only benefit. 

VPNs were first offered by telephone companies touting leased 
line dedicated connections to network two or more offices. Its 
status as the only game in town, however, fell quickly with the 
advent of the Internet. 

This powerful, global communications medium allows divergent 
facilities and employees to create their own VPN at a lower cost, 


MARCH 20, 2000 


MORGAN KAUFMANN P' 








FLEXIBILITY: Train at your own pace, on your timetable and schedule. 
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with greater flexibility and improved connectivity. 

A realistic assessment of what a VPN can provide, Fowler’s book 
expands your knowledge of 
how to leverage the power 
of the Internet to insure your 
company a more cost-effec- 
GC Peic@e tive, efficient and _ flexible 

communications network. It 
ce lays out both the benefits and 
hazards of establishing a VPN 
so you can make informed 
decisions for implementing 


the kind of VPN your business 


EEE 


esnaomiseanty 


needs to grow and compete. 


Fowler’s book addresses 


concepts, benefits and stan- 


dards, and describes most of 





ee 


the VPN solutions currently | | 





available (though the market is 
changing rapidly). For the VPN-challenged reader, he includes a 
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glossary of terms, a list of developers, vendors and service providers, 


and a number of resources relating to the Internet and VPNs. 
—kKaren Van Slambrouck | 


' 
Virtual Private Networks: Making the Right Connection | 
By Dennis Fowler 
Morgan Kaufmann Publishers, Inc.; 222 pages; $34.95 
ISBN 1-55860-575-4 
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Cisco, A+ Certification, Oracle & Visual Basic, : 
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connections, no monthly telco fees 
__ * Secured, climate controlled space 
racks or cabinets 
Hour Card-Key Access 
Generator and UPS backup power 


if 


Jump Start your Internet Business 
with Server Colocation @ InReach. 


Need a secure, reliable connection to the Internet for your servers, 
but you don't want to pay the high costs of running a dedicated 
line to your office? 


Put your server in InReach's new Oakland colocation facility, 
and get better performance for your web sites, Email, and more, 
without the hassle or cost of maintaining a server in your office. 
InReach's facility is just minutes from San Francisco or anywhere 
in the East Bay, and is conveniently located 1 block from BART. 


For more information on our full business services including 
colocation, web hosting, and DSL or to arrange a tour of our 


facility, please contact Terry Jessee at 570-297-5765 


7" {NREACH 


internet 
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To advertise in this section, contact: Nashely at (408) 249-8300 ext. 
164 or use the online order form at www.techweek.com/eventguide. 


MARCH 21 


Software Development Forum E-Business SIG 


Speaker: Kathleen Lane, Sr. VP Marketing & Strategic Development, Centura 
Software. Topic: The Smart Card PKI-The new enabling platform for software appli- 
cations. Description: Smart Card PKI, just like the laser printer and the CD ROM, is 
an enabling technology that will create a new generation of software applications. 
Free to SDF Members. Non-Members $10. WHEN: 6:30 p.m., Tuesday, March 21, 
2000. WHERE: San Francisco. FOR MORE INFORMATION: Visit us online at: 
www.sdforum. org. 


MARCH 22 


StartUpUniversity.com Presents: Crescendo Ventures 


Lorraine Fox, General Partner. Crescendo Ventures is a leading venture capital 
organization focused on early-stage investment opportunities in the communica- 
tions and e-business fields. Meet Lorraine Fox as she introduces her firm to our 
entrepreneurial community. Learn the secrets of raising venture capital from 
Crescendo Ventures for your start-up. WHEN: 7:00-10:00 p.m., March 22, 2000. 
WHERE: San Francisco. FOR MORE INFORMATION: And/or to obtain tickets visit 
http://StartUpUniversity.com “Get Out Of The Garage!" 


MARCH 22 


Software Development Forum ASP SIG 


Speaker: Marty Gruhn, Vice President and Service Director, Summit Strategies. 
Topic: Applications Hosting and ASPs-Morphing at Internet Speed. Description: 
Applications Hosting has been one of the hottest markets in the IT industry for the 
past 12 months and a virtual who's who of the computer industry—as well as hun- 
dreds of new dot-coms-are throwing their hat into the ring. But the road to this new 
computing paradigm is paved with hairpin curves. This session will discuss the key 
trends in the ASP industry, including why the industry is segmenting into six key mar- 
ket segments-and the issues on the horizon that will change the rules for success 
in this dynamic industry. Marty Gruhn has an extensive background in developing 
high-technology business, marketing and distribution strategies. With more than 25 
years of industry experience, Marty is highly respected for her thorough under- 
standing of Internet trends and how the Internet links to company business models. 
As a Service Director of Summit Strategies, Marty helps corporate leaders develop 
strategies to increase the worldwide effectiveness of their Internet strategies. Free 
for SDF Members. Non-Members $10. WHEN: 6:00 p.m., Wednesday, March 22, 
2000. WHERE: IBM Solution Partnership Center, San Mateo, FOR MORE INFOR- 
MATION: Visit: www.scforum.org. 
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StartUpUniversity.com Presents: IT Ventures 


Virginia M. Turezyn is co-founder of Information Technology Ventures. ITV seeks 
investments in fast growing enterprises with "unfair" competitive advantages that 
have the potential to dominate their market space. Meet Virginia Turezyn as she 
introduces her firm to our entrepreneurial community. Learn the secrets of raising 
venture capital from ITV for your start-up. WHEN: 7:00-10:00 p.m., March 22, 
2000. WHERE: San Francisco. FOR MORE INFORMATION: And/or to obtain tick- 
ets visit http.//StartUpUniversity.com "Get Out Of The Garage!" 


MARCH 23 


Software Development Forum XML SIG 


Topic: XML Everywhere for Integrating Applications Anywhere. Speaker: Dr. 
Seidman, Chief Architect of Netfish Technologies. Description: XML Standards pro- 
vide support in key areas required in the deployment of an industrial grade EAI 
System. An EAI system that utilizes these standards will be described and how each 
standard is employed will be discussed. Specific areas needed for a complete EAI 
solution that are not standardized are identified, and non-standard extensions and 
approaches described. Integrating applications between partners maintains its own 
unique set of additional sophisticated issues which will also be explored. Free to 
SDF Members. Non-Members $10. WHEN: 6:30 p.m., Thursday, March 23, 2000. 
WHERE: Cubberley Community Center, Palo Alto. FOR MORE INFORMATION: 
Visit: www.saforum.org. 


MARCH 23 
Grant programs: Technology Development & Commercialization 


Raise money to finance technology without giving up equity. Finance with grant 
programs. Hear successes, how to win. Topics: CA Energy Commission, UC- 
Industry Partnerships, Israel US (BIRD) Foundation; Cal TIP. Fee $45. WHEN: 
1:00-4:00 p.m., March 23, 2000. WHERE: UC Extension, 47655B Warm Springs 
Blvd., Fremont. FOR MORE INFORMATION: Visit www.barta.org. 


MARCH 24 


StartUpUniversity.com Presents: "From Friends to Angels to 
VCs to IPO. How To Take Your Start-up All The Way" 


As an entrepreneur, you cannot turn your idea into an IPO all by yourself. You need 
the contacts, experience and financial support of many different groups as your 
idea grows into a viable business. Clearly, investors with "Smart Money" are your 
best solution, but even they change over time as the needs of your business 
change. Understanding how and why these changes occur is critical to your suc- 
cess. It may mean the difference between IPO or DOA. Speakers: Roger King of 
Bay Angels, Peter Chu of AsiaTech Ventures, John Eberhardt of Morgan Stanley 
Ventures, Susan Mason of ONSET Ventures. WHEN: 1:00-5:30 p.m., March 24, 
2000. WHERE: San Francisco. FOR MORE INFORMATION: And/or to obtain 


tickets visit http.//StartUpUniversity.com "Get Out Of The Garage!" 


MARCH 28 


Software Development Forum E-Commerce SIG 


Topic: "Music on the Net-Content, Commerce or Crime?" Companies: iBEAM 
Broadcasting, Live365.com and eMusic. Free to SDF Members. Non-Members $10 
WHEN: 6:30 p.m., Tuesday, March 28, 2000. WHERE: Hewlett-Packard, 
Cupertino. FOR MORE INFORMATION: Visit: www.sdforum.org. 


MARCH 29 
StartUpUniversity.com Presents: 


Weiss, Peck & Greer Venture Partners 


Douglas Booms, General Partner at WPG, which serves as lead investors in early 
and expansion stage information technology and life sciences to help build large, 
sustainable enterprises. Meet Douglas Booms as he introduces his firm to our 
entrepreneurial community. Learn the secrets of raising venture capital from 
Weiss, Peck & Greer for your start-up. WHEN: 7:00-10:00 p.m., March 29, 2000. 
WHERE: San Francisco, FOR MORE INFORMATION: And/or to obtain tickets visit 
http.//StartUpUniversity.com “Get Out Of The Garage!" 


MARCH 29 


StartUpUniversity.com Presents: Trinity Venture Partners 


Tom Cole, General Partner at Trinity, which invests in start-up companies in elec- 
tronic commerce, communications, and software and application services. Trinity 
prefers to invest early, usually in the first or second venture round, of rapidly grow- 
ing companies. Meet Tom Cole as he introduces his firm to our entrepreneurial 
community. Learn the secrets of raising venture capital from Trinity Ventures for 
your start-up. WHEN: 7:00-10:00 p.m., March 29, 2000. WHERE: San Francisco 
FOR MORE INFORMATION: And/or to obtain tickets visit 
http://StartUpUniversity.com "Get Out Of The Garage!" 


APRIL 5 


Software Development Forum Windows SIG 


Topic: Adding Clustering Support to DCOM. Speaker: Glenn Story, Sun 
Microsystems. Description: DCOM (Distributed Component Object Model) is 
Microsoft's technology for distributing OO interfaces across a network. When we 
decided to use this technology to support our system-management component of 
Tandem's Windows/NT clustering product, we discovered several deficiencies in 
DCOM with regard to cluster support and fault tolerance. This talk will discuss the 
techniques we used to overcome these deficiencies, Tandem's NT clustering was 
“not* based on MSCS (aka Wolfpack), so the Tandem clustering mechanisms will be 
briefly discussed. Free to SDF Members. Non-Members $10. WHEN: 6:30 p.m., 
Wednesday, April 5, 2000. WHERE: Microsoft Silicon Valley Developer Center, 
Palo Alto. FOR MORE INFORMATION: Visit: www.sdforum.org. 
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APRIL 5 


Building An Unfair Competitive Advantage 


Speaker: John Nesheim, author of High Tech Start Up. One of the most challenging 
issues start-ups face when trying to seek funding is the question of competitive 
advantage and barriers to entry. What is "unfair" advantage? What are some of the 
Strategies you can use to build it? How can you present these strategies to make 
your business proposition more compelling and attractive to your investors? In this 
seminar, you will be encouraged to look at a business proposal from the viewpoint of 
an investor. It is a popular seminar that is both dynamic and informative. Fee $30 to 
SDF Members. Non-Members $60. WHEN: 6:00 p.m., Wednesday, April 5, 2000. 
WHERE: SDF Center. FOR MORE INFORMATION: To register call (408) 494-8378 
or register online at www.sdforum.org/calendar.htm. 


APRIL 6 
Software Development Forum PDA SIG 


Topic: Corporate Solutions and Applications, Speaker: David Leong, Solutions 
Manager, Allin Consulting and Sassan Sanei, Engineering Development Manager, 
Research in Motion. Free to SDF Members, Non-Members $10. WHEN: 6:00 p.m., 
Thursday, April 6, 2000. WHERE: Excite@Home, Redwood City. FOR MORE 
INFORMATION: Visit: www.saforum.org. 


APRIL 11 


Hiring Fast, Hiring Smart 


Speaker: John Younger, Venture Talent. So you are ready to build your team. In 
today's competitive environment, one of the greatest challenges for start-ups is find- 
ing, recruiting and retaining the right people to grow your business, John Younger, 
President of TriNet's Venture Talent Division, will explore today's recruitment land- 
scape and highlight pathways to success, In this seminar, you will learn how to iden- 
tify individuals who are uniquely qualified for early stage technology companies, 
manage them effectively though the recruitment process, and avoid common mis- 
takes made by fast growing organizations, Fee (continental breakfast included) $30 
to SDF Members. Non-Members $60. WHEN: 8:30-11:00 a.m., Tuesday, April 11, 
2000. WHERE: SDF Center. FOR MORE INFORMATION: Call (408) 494-8378 or 
register: www.saforum.org/calendar.htm. 


APRIL 11 


Software Development Forum Web Application SIG 


Topic: Extending JavaServer Pages 1.1 using Custom Tag Libraries. Speaker: Karl 
Goldstein of Arsdigitia. Free to SDF Members, Non-Members $10. WHEN: 5:30 
p.m., Tuesday, April 11, 2000. WHERE: Levi Plaza, LS1/Auditorium, 1155 
Battery, San Francisco. FOR MORE INFORMATION: Visit: www.sdforum.org. 


APRIL 12 


Second Annual—Technology Under the Stars—2000 


Introducing Kevin Bauer, President US Sprint: “Telecommunications in the New 
Millennium" and Kathleen Borie, Director, Price WaterhouseCoopers: "PWC 
Technology Forecast." Six CEOs of Bay Area gazelle companies: technologists, a 
scientist, executives, venture capitalists and a public official. WHEN: 6:00-8:00 
p.m., April 12, 2000. WHERE: Redwood Shores Athletic Club. FOR MORE 
INFORMATION: Visit www.barta.org. 


APRIL 12 


Secrets to Developing a Business Plan 


Speaker: Elton Sherwin, Ridgewood Capital, and author of The Silicon Valley Way. 
Get the inside scoop of raising venture capital from Elton Sherwin, Managing 
Director of Ridgewood Capital and author of The Silicon Valley Way. Mr. Sherwin 
will divulge his top 10 secrets to getting a business plan funded. In this seminar you 
will learn the most effective way to approach a VC and most importantly how to 
avoid the common mistakes once you are ready to deliver your pitch. Fee (conti- 
nental breakfast included) $30 to SDF Members. Non-Members $60. WHEN: 
6:30 p.m., Wednesday, April 12, 2000. WHERE: SDF Center. FOR MORE 
INFORMATION: Call (408) 494-8378 or register online at: www.saforum.org/calen- 
dar.htm. Sponsored by VCAPITAL.COM. 


APRIL 13 


Software Development Forum Visual Basic SIG 


Topic: A “Black Box" for Application Crashes: BugTrapper from MuTek. Speaker: 
Shlomo Wygodny will show how to deal with finding and fixing hard-to-reproduce 
bugs. BugTrapper can reduce debug, testing, integration and customer support 
time. Free to SDF Members. Non-Members $10. WHEN: 6:00 p.m., Thursday, 
April 13, 2000. WHERE: SDF Center. FOR MORE INFORMATION: Visit us online 
at www.sdforum.org. 


APRIL 16-20 
VC++ Developers Conference & Expo Silicon Valley 


Exclusive: see Visual Studio 7 at the premier Visual C++ Conference. Learn COM+, 
SOAP, XML, Web Services, ATL, database technology and much more, Plus, hard- 
core training on MFC, Internet/Web topics from the VC++ experts and the Microsoft 
Visual C++ development team. Optional in-depth full-day XML and ATL workshops. 
FEE: Main Conference $1195; Workshops $325/day; Call for group rates, WHEN: 
April 16-20, 2000. WHERE: Westin Hotel, Santa Clara. FOR MORE INFORMA- 
TION: Call (800) 848-5523 or visit online at www.vede.com. Sponsored by 
Microsoft, MSDN. Presented by Fawcette Technical Publications, Inc., Visual C++ 
Developers Journal. 


MAY 1 
Northern California Ecommerce Conference 


The Northern California Ecommerce Users' Group is sponsoring their 2nd annu- 
al EC conference with over 20 speakers from the GartnerGroup, Sterling 
Commerce, Harbinger, Sun Microsystems, KPMG, and Verisign. Multiple tracks 
with topics such as FutureTrends in Ecommerce, Web-Based Ecommerce, XML, 
and eBiz-to-Ebiz Supplier Management. Fee $195. WHEN: 8:00 a.m-5:00 p.m., 
May 1, 2000, WHERE: South San Francisco Conference Center. FOR MORE 
INFORMATION: Visit www.norcal-ebiz.org or call (408) 553-2528, Registration 
required! Visit www.multicorp.com/ncal2000.htm for online registration and 
brochure. 
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Pre-IPO Start-Up Needs You... 


eCALYX is a leading provider of scalable, expandable, secure and custom eBusiness solutions to the Global 2000 
and start-up organizations. Please refer to www.ecalyx.com for information on our E2e (Enterprise to eBusiness) 
roadmap. We have immediate permanent and contract openings for the following positions: 


Engineering Positions 
@ Rapid eBusiness Development Engineers 


@ eAl (eBusiness Application Integration) 
Engineers 

@ EP (Enterprise Portal) Development Engineers 

@ EP Content Management (e.g. Plumtree, 
Vignette) Engineers 

@ Portal Development Engineers 

@ Web Enabling / Web Publishing Engineers 

@ B2B eCommerce (e.g. Commerce One, Ariba, 
Broadvision) Engineers 

© Sybase IT Engineers 

© PeopleSoft, SAP Oracle Financials, Siebel 
Software Engineers 

@ VB, VC++, ASP COM/DCOM Software 
Engineers 

@ Java, EJB, JSP Servlet, Corba Software 
Engineers 


@ Oracle, Sybase, Informix DBA’s 

@ Web Master, Web Developers, Web 
Administrator, Web/Graphics Designers 

(C++ Software Engineers 

@ IT Knowledge (ERP, 1S, DSS, eCommerce, Web 
Portal) Engineer 

@ HTML Programmers 

@ SQA Web Test Engineer 

@ WinNT, Unix System Administrators 

© Technical Writer 

Management Positions 

@ Internet, eCommerce Project Managers 

@ Linux Practice Manager 

@ Business Development Manager 

@ Marcom and Product Managers 

@ Internet Projects Director 

@ Vice President, Sales 


eCALYX offers competitive salaries, liberal benefits package, and very generous stock options. 
Please e-mail your resume to: careers@ecalyx.com. 











you're looking for an exciting career 
move, the time is now! 


Information Technology 
Manager, Corporate Applications, 


Job Code #00-004 
Systems Network Operators (Windows NT), 
Job Code #99-052 
Web Administrator, 
Job Code #00-023 
Web Publisher, 
Job Code #00-022 


For immediate consideration, please send your resume 
with Reference Code: TWO207 by mail: Command 
Audio Corporation, 101 Redwood Shores Parkway, 
Redwood City, CA 94065 ATTN: HR Department, 
fax: 650-631-6155 ¢ email: jobs@commandaudio.com. 


A 


COMMAND AUDIO 


TECHWEEK 


Software Engineering 
Software QA Engineers, 
Job Code #00-017 
Windows/Internet/Intranet Software 
Engineers, 
Job Code #99-084 
Technical Editor, 
Job Code #99-082 
_ Business Analyst, 
Job Code #99-062 
Sr. Embedded Systems/Firmware 
Engineers, 
Job Code #00-009 
Sr. DSP Engineer, 
Job Code #00-007 
Principal Engineers, 
Job Code #00-021 


Hardware Engineering 

Senior RF Design Engineers, 
Job Code #00-001 

Sr. Digital Design Engineers, 
Job Code #00-006 


For a detailed job description or to learn 
more about us visit our website at: 
www.commandaudio.com 





PEOPLE/PLACES 


NEW VP OF ENGINEERING AT INTENSYS 
Richard (Dick) Clayton has been 


appointed vice president of engineering 


PICKING UP AN ISSUE OF WIRED 
SHOULDN'T BE THE CLOSEST YOU GET 


TO NEW TECHNOLOGY. 


at Intensys Corporation. Previously, 





Clayton held a number of executive 
Digital 
Corporation, including vice president 


positions at Equipment 
At Integrated Information Systems (IIS), we've got it figured 
out: the more you grow, the more we grow. That's why we 
give you opportunities to work on today’s most exciting 
platforms and applications - including web-based 
technologies. We'll even reward you for learning new ones. 
You see, we're one of today's leading IT/e-commerce 
companies and we didn't get that way by stunting our 
employees’ growth. 


of computer system development and vice 





president of manufacturing technology 


Clayto 


and quality. He also served as vice presi- 





dent of computer development and was 
a member of the board of directors at 
Thinking Machines, and was a vice president and executive staff 
We are expanding throughout the United States and the 
world, with offices in the Phoenix, Las Vegas, Denver, 
Boston, Chicago, Dallas, Los Angeles and San Francisco 
areas. As part of this growth, we offer each employee stock 
options and great opportunities for personal development. 
We are seeking experienced Information Technology 
professionals to help our strategic expansion: 


e JAVA Developers 
¢ Solution 


member at Adaptec. Intensys Corporation is a new digital-imaging 


technology company headquartered in San Jose. 


BRIDGEPATH.COM APPOINTS VP OF SALES 
AND NEW BUSINESS 
Andrew Boer has been appointed 
«Set Enai vice president of sales and new business at 
Paves ENGMECTS BridgePath.com, an application service 


provider in the third-party recruiting 


e Software Test 





Architects Engineers/ market. Before joining BridgePath, Boer 
Configuration } was the founder and original CEO of 
e Project Managers 





e Business Solution 


Analysts e Senior Designers 
© Senior Security e Siebel Developers 


el 


Management ——" 
| 


magine an IT job 


Consultants ¢ Telecom Manager 

* Senior Network ° Sales Logix with overtime pay, 
Consultants Developers ‘ 

e System e Web Developers a flexible schedule and 
Architecture 


We offer a complete benefit package from day one. Please 
send your resume with salary history (indicating position and 
location of interest) to: 


a boss who listens. 


Coe 


Or go to 
dice.com and Ss 


actually find one. 


dicecom 


High tech jobs online 


Integrated Information 
SYS. oT EMS 


Talent Attraction 
1560 W. Fountainhead Pkwy., Ste. 200 
Tempe, AZ 85282 
Fax (480) 317-8010 * email: talent@iisweb.com 
No phone calls please. 
www.iisweb.com 
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Emptor, later renamed Accept.com (sold 
to Amazon.com Jan1999)s Prior ‘to 
Accept.com, he was both the product 
manager and first employee of TRUSTe. 
BridgePath.com is based in San Francisco. 


FILEPOOL APPOINTS CEO 

FilePool Inc. 
has appointed its 
esa dram aon , 
Humphrey 
Bruno, as_ chief 
executive officer. 
Prior to FilePool, 
Bruno was an 
early member of 
the Macintosh 
team at Apple 
Computer, and was later responsible for 
setting up Apple subsidiaries in several 
European countries. He served as general 
manager of Apple in Spain, Switzerland and 
Central Europe. FilePool Inc., a provider of 
universal Internet sharing and accessing 
tools, operates from offices in San Bruno, 
France and Germany. 


—compiled by William Bodurka 





Networking Start-up 4 
We're Amber Networks, an aggressive "| # 
pre-IPO start-up, and we're taking 4} 
on the explosive billion-dollar 4. 
networking market in a big way. We © 
are looking for talented, energetic 
individuals who want to change lives, 
create products and follow through. 
Openings in the following areas: 


Sr. ASIC Design Engineer/Architect 
System/Board Design Engineer 
Software Development-- 

Embedded, NMS, Integration 

Software Internet Protocol Development 
Network System Management 
Software Quality Assurance-- 

(multiple openings) 

Software Test--(multiple openings) 
Manufacturing Test Engineer 




















We offer the opportunity to become a part of 
the hottest pre-IPO in the Silicon Valley. 


Email: ambernetworks@resume.isearch.com or 
visit us on the web at www.ambernetworks.com 
or send resumes to: Amber Networks, Inc., 2465 
Augustine Drive, ; 

Santa Clara, CA 

95054 Fax: AM u t a 
een. N ET WORKS 
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Graduate degrees in 


Prepare for your career in the new e-conomy 


Earn your: «MS in E-Commerce: A technology-focused program preparing 
you for careers such as e-commerce networking and programming 


* MBA in E-Commerce: For those interested in managerial 
positions in e-commerce such as business strategy and marketing 


¢ Graduate certificates also available 


Classes are taught by Bay Area e-commerce experts and are 
available in San Francisco and online. Coming soon to Sacramento 
and San Jose. 


For more information please call 415.442.7800 or email info@ggu.edu 


GOLDEN GATE UNIVERSITY 


1.800.GGU.4YOU www. ggu.edu 


of Information 


For Anyone, !Anywhere 


Geoworks offers very competitive salaries, stock options, 11 paid 
holidays, generous PTO and employer-paid employee and dependent 
benefits. Employees may also elect to participate in our employee 
stock purchase plan, 401(k) and flexible spending plans. 


> Software Engineers > Software QA Engineers 

> Engineering Project Lead > Software QA Lead 

> Product Managers > Operations Engineers 
>Project Manager >Business Development Director 
> Investor Relations Director > Admin Assistants 


Join a great team that delivers the mobile message! 

Our team creates innovative software for the wireless world. 4 
You can shape the future of wireless communications 
worldwide and develop your career while working in a 

cutting edge, fun and flextime environment! 


Check us out at www.geoworks.com for 
job descriptions 


GEOVWORKS 
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Through our R&D in advanced signal 
processing technology, we have 
developed new opportunities for 
talented engineers interested in the 
challenges of the future. Be in the 
forefront of developing technology for 
GPS, E911 and wireless internet access 
systems. It’s the kind of work that is 
fun and rewarding. Up to the 
challenge? Signal Radix. 


Here our some of our current openings: 


Senior Software Engineers: 
Wireless Communications/ 
Network Management 
DSP, Embedded 


Systems Engineers 

Senior Digital Hardware Engineers 
FPGA Designers 

Algorithm Engineers 


Find out more about Radix and read 
detailed job descriptions by visiting 
our website at: 


www.radixtek.com 


To apply, please send your resume to: 


Radix Technologies, Inc., 

329 N. Bernardo, Mountain View, 
CA 94043. Fax: (650) 988-8713. 
Email: recruitaradixtek.com 
Radix is an equal opportunity 
employer, m/d/d/v. 








NEW ORLEANS. Lou 


Calling recent graduates in 


SCIENCE, MATH or STATIS- 
TICS! 


SPSS Inc. is looking for you! We 
have immediate openings for 
Software Support Representa- 
tives for our Scientific and 
Statistical Products. Job Require- 
ments: B.S, (M.S. a plus) degree 
in Statistics, Biostatistics, Chem- 
istry, Physics, Applied Math or 
related fields. Preference will be 
given to candidates with comput- 
er intensive methodologies expe- 
rience: MS Windows NT/2000, 
Windows 95/98. Fax resume to: 
510-412-2889, Attn: M. Olonan, 
TS Manager, 501 Canal Blvd. 
Suite F, Richmond, CA or email 
to: molonan@spss.com, Visit our 
website at http://www.spss.com 
/software/science. 





Visit us online at 
www.techweek.com 
for additional job listings 
and information not 
available in print. 








Newly created positions on 
our corporate MIS Team 
proudly serving TechWeek, 
HealthWeek, NurseWeek and 
Mountain West Magazines. 


System 
Administrator 


Prefer two years experience 
with installation and mainte- 
nance of NT, MS SQL 7.0, 
and IS servers and 
LAN/WAN (with Win 9x 
clients). | Knowledge of 
Visual Basic, Active Server 
Pages, JavaScript and CRM 
experience a plus. 


Database 
Administrator 


Prefer two years experience 
with MS SQL 7.0 for NT. 
Crystal Reports, Visual 
Basic and CRM experience 
a plus. 


Excellent benefits including 
401k with partial company 
match! Email or fax 
resumes to: Sarah Colyer, 
Human Resources Manager, 
Fax 408-249-0322 or emai 
directly to Sarahc@tech- 
week.com 


TechWeek 


Silicon Valley 
News & Careers 








We are looking for experienced 
professionals with Semiconductor 
experience. We offer Medical, 

Matching 401K Plan and potential 
(IPO) Public Offering in Quarter THREE, 
2000. Come Join The Fun! 


Automation Engineers 
* C\C++, GEM, SECS 
* Equipment Integration 
+ Visual Basic & CIM a plus 


MS-SQL Programmer 
* MS-SQL Server 6.5 or later 
* C\C++, Java, HTML, Visual Basic, NT 





Familiar with Web browser, Semiconductor 
experience is a plus. Responsibilities: Design 
Database, develop SQL applications, extract 
data, GUI development. 


ROBOT Software Engineer 


May 16-22. 


BaaN USA 


Western Regional Opportunities 


Sr. Software Manager: Min 5 years experience in software development and 5 years management experience, Plans * Robot \ Semiconductor experience 
and directs the development of new software products and/or enhancements to existing products. Visual Basic (VB) ® C\C++, GEM, SECS 
required, * Equipment Integration 


WorkStream 
MES or WorkSteam experience? 
...We want to talk to you! 


4 itta.... 


Development Manager: Min 5 years experience. Oversees the design, development, troubleshooting and debugging of 
software for low-level system services such as used for building and running of e-Enterprise application. 


Thin-Client Architect and Developer: Min 5 years experience. DHTML with IE and Netscape, JavaScript, C++, OLE DB 
and/or ADO, WLBS, Visual Basic, SQL, XML. 


Software Engineers—Visual Basic: Min. 2 years’ VB, 2 year’s building Active X controls and DLL's along with COM. 
SOA Engineers: Min 3 years experience. Testing software applications with automated tools. 


Technical Writer: Min. 2 years’ experience developing software documentation and online help. Proficient with 
FrameMaker and RoboHelp. 


Software Alliance Manager: Min 2 years experience. Knowledge of ERP, Front Office, CRM, Supply Chain and/or 
Channel Marketing experience a plus. 


Send your resume to: tink 
Mitta Technology Group, Inc. 
Attention: Geoff Morrison 

155-A Moffett Park Drive * Suite 250 
Sunnyvale « CA 94089 

408-745-0500 » FAX 408-745-6066 
Email: HR@mitta.com 


Please send resumes for all positions to: 
ehernand@baan.com or fax: 408-330-2965 


www.baan.com 


WWW.mitta.com 








We Are An Equal Opportunity Employer 
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RSA ECURITY 


RSA Security Inc. the most trusted name in e-security, helps organizations build 
secure, trusted foundations for e-businesses through its RSA SecurlD@® two-factor 
authentication, RSA BSAFE® encryption and RSA Keon® public key management 
systems. With nearly a half billion RSA BSAFE-enabled applications in use world- 
wide, more than six million RSA SecurlD users and almost 20 years of industry expe- 
rience, RSA Security has the proven leadership and innovative technology to 
address the changing security needs of e-business and bring trust to the new, online 
economy. 


We currently have career opportunities for individuals in the following disciplines: 


i Engineering - Development, SQA, Technical Writing 

@ Marketing - Market Development, Product Management, Marcom 
@ Sales - Sales Engineers, Major Account Managers, Telesales 

@ Professional Services - Architects, Deployment, Programmers 


For complete descriptions of the above, please view our web site at 
www.rsasecurity.com 


RSA Security offers competitive compensation, a complete health and benefit cover- 
age, and equity participation. Interested parties, please submit your resumes to: 


RSA Security Inc 


Attn: Human Resources 


2955 Campus Drive #400 San Mateo, CA 94403 
Fax: 650-295-7703. Emails: rsa-hr@rsasecurity.com 
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Step uptoa 
new profession. 


v 


WEBSTER 
INSTITUTE 
OF 
TECHNICAL 
WRITING 


36 
3. 
* 


Classes start monthly 
tel: 415-291-1655 www.techwriters.com 
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are Developing 


Today's Inprise combines the best of Borland—its long heritage of 
world-class development tools and intelligent middleware—with 
the strength of Visigenic’s industry leading object request broker 
technology. The result is a powerful new company uniquely 
positioned to capitalize and service the distributed enterprise 


computing marketplace. 


Join our team of award-winning professionals and solve internet 


business problems. 


This is a GREAT place to work with an exceptional employee 
benefits package and superior recreation facilities for employees and 
their dependents. Our premier Fitness Center includes an olympic 
size heated pool, jacuzzi, steam room and dry sauna, gymnasium, 
handball, squash and tennis courts, on-site retail store, Cafe and 
Bistro. Work in scenic Scotts Valley with exquisite mountain views, 
only 5 miles from the Pacific Ocean, where traffic jams are 
essentially non-existent - beautiful Scotts Valley, California. 


ENGINEERS 

© QUALITY ASSURANCE - 
JAVA & DELPHI 

¢ INTERNET APPLICATIONS 
DEVELOPER 

eR & D- INTERNATIONAL 
& DOMESTIC 

¢ SALES - FIELD 

* COMPILER - DELPHI 

¢ PRODUCT DEVELOPMENT 

¢ DEVELOPER SUPPORT 

¢ JAVA DEVELOPMENT 

¢ DEVELOPMENT RELEASE 


MANAGERS 

¢ STRATEGIC ACCOUNTS 

¢ ENGINEERING PROGRAMS 

© SOFTWARE DEVELOPMENT - 
SCOTTS VALLEY AND 
SAN MATEO 

¢ FIELD SALES - EAST COAST 
& CENTRAL REGION 


SALES 

© CHANNEL SALES 

© CUSTOMER SERVICE 
© SALES SUPPORT 

¢ FIELD SALES 

¢ SYSTEMS ENGINEERS 


PROFESSIONAL 

SERVICES 

¢ VP TRAINING & 
CONSULTING 

¢ TECHNICAL WRITERS - 
SAN MATEO 


IT 

¢ SENIOR UNIX 
ADMINISTRATOR 

¢ SENIOR NETWORK 
ENGINEERS 


Please visit our booth at SD2000 #1510 


For more information about Inprise Borland International 
please visit our web site at www.borland.com Send resumes to: 


resume@borland.com EOE/AA. 
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One day soon, broadband will carry 
voice, video, and data around the world. 


Imagine where it could take you. 


Com21 is a pioneer in broadband technologies. We're talking real-world, field-proven, leading-edge 
technologies that deliver high-speed Internet, multicasting, and telephony services over cable 
networks. Last year alone, we shipped over a quarter of a million cable modems. But with fewer than 
200 employees, we're not so big that people get lost in the crowd. In fact, we're looking for people 
who can make a real impact in the following positions: 


Engineering Marketing 

FPGA Design Engineers Associate Web Master 

Hardware Engineers (wireless) Channel Marketing Manager 

ASIC Design Engineers Senior Product Marketing Manager 
Senior RF Design Engineers (wireless, networking) Technical Marketing Specialist 

Senior System Architects Public Relations Manager 

Senior System Software Engineers (embedded, networking, wireless) Director of Corporate Communications 
Senior Software Engineers (Network Management Systems) Director of Business Planning 

‘Test Automation Engineers Marketing Communications Coordinator 


Senior SQA Engineers (wireless, data networking) 
Senior Integration Engineers 

Engineering Manager (wireless) 

Document Control Specialist 


Operations 
Director of Manufacturing 
Senior Test Managers (RF) 


Lab Manager Customer Support 

Senior Program Managers Senior Systems Engineer (data networking, IP, wireless) 
Senior Product Managers Technical Instructors 

Finance/HR Sales 

General Accounting Manager Account Managers (Canada, Hong Kong, Singapore) 

Payroll Specialist Technical Operations Managers (Hong Kong, South America) 


Senior Human HR Administrative Assistant 


Please fax your resume to (408) 953-9245 or e-mail us at resumes@com21.com 
¥ 


Ome 


Imagine the Internet without the wait” 


©2000 Com21, Inc. All rights reserved. Com21 is a registered trademark and the Com21 logo, Imagine the Internet 
without the wait, and the Red Door design are trademarks of Com21, Inc. Principals only please, Eor. 
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